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More Than a1, 000,000 in Eureka Sales from 
January Ist, 1923, to September Ist, 1924 


This tremendous volume of retail business is perhaps greater—both 
in number of cleaners sold and in dollars and cents total—than that 
secured in the same period by any two other makes of vacuum cleaners. 
Here is positive proof of Eureka’s sales dominance that none can 
dispute! 
Eureka superiority and Eureka’s proven methods will produce in 
like manner for dealers who have not had an opportunity to cash in 
on them. 
There is room in the Eureka organization for more dealers who 
want to build bigger and more profitable vacuum cleaner sales. Write ! 
the factory for an appointment with our District Manager for your | 
territory. 


Eureka Vacuum Cleaner Co., Detroit, U. S. A. 


Makers of electric vacuum cleaners since 1909 


Canadian Factory, Kitchener, Ont.; Foreign Branch, 8 Fisher Street, Holborn, 
London, W. C. 1, England (149) 
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Machine Screws 
Stove Bolts 
Tire bolts 
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American Screw Co. 


PROVIDENCE , eA. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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46 days to make Gift Sales 


of Pyrex that will keep making 
you new Pyrex sales for years 


Your PYREX displays will help solve the Christmas gift problem 
for many a man, woman, and child searching for 


handsome, moderately-priced, 
useful, and permanent gifts 


Very few objects at the price of PYREX combine such beauty and 
lasting utility. 


The many-sided uses of PYREX are advertised in the leading 
woman’s magazines . . . a PYREX-equipped kitchen is the 
dream of most home-makers. 


The one piece, or set, of PYREX given as a holiday gift has been 
known to inspire frequent repeat sales, until the PYREX labor- 
saving way of baking and serving in one attractive dish spreads from 
house to house, and neighborhood to neighborhood. 


Check your PYREX stock. Make sure that it is complete. Give it 
a fair show in the windows and out on the tables—and you'll be 
amazed at the PY REX sales your store will make—not only during 
the gift buying season at hand, but throughout the year. 


No home can have too much 


-PYREX | 


Transparent Ovenware, Tea Pots, Nursing Bottles 





Pyrex Sales Division 


CORNING GLASS WORKS, Corning, N. Y. 


W orld’s Largest Makers of Technical Glassware 














4 HARDWARE AGE October 30, 1924 


We are reaching every 
possible user of files 


Through Advertising---powerful and 
consistent Advertising---we are telling 
the world of. NICHOLSON Files. 


---Emphasing the importance of the right 
File for every filing purpose. 
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---Pointing out the supremacy of the 
NICHOLSON Brand. 

---Directing buyers to YOU’ for Files 
and other good tools. 
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Hitting Each Type of Buyer 
through Publications 
they Read! 4m 



















alking fo Each Trade 
fe / in its own Language 
The Saturday Evening Post, 
backed by a nation-wide cam- 
paign in influential daily news- 
papers, is bearing our message 
to the millions---among whom 
will be found thousands of 
buyers of good tools in all 
walks of life. 


Through Country Gentleman 
we are opening up the vast 
agricultural market---for YOU. 
Through the Popular Science 















yo camer sa mae “ai Monthly we are hitting a spec- 
more aggresswe way __ ialized tool-buying field. And 
than EVER before through a select group of 


leading trade papers we are 
reaching .the. shops. 


NICHOLSON FILE CO. 


Providence, R.1., U. S.A. 
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Atkins SilverSteel Saws 


Yo My Fellow Hardware Dealers” 


DOWN IN MISSISSIPPI! 


Here’s a letter recommending Atkins Sil- 
ver Steel Saws from Herbert Stainton, A. H. 
Freeman Hardware, Laurel, Miss. It has 
lots of punch. Read it. 
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® The Letter That Won $10.00 


Since I have sold Atkins Silver Steel Saws for the past five years, I feel that it is a pleasure for 
+ = have this opportunity of expressing myself and to recommend these saws to my fellow hardware 

ealers. 

Our policy has always been to sell the highest quality goods; therefore, in selling Atkins Silver Steel 
Saws, we are without a doubt living up to our policy. A dealer that carries Atkins Silver Steel Saws 
in his store marks his store as a place where the best class of tools can be found. 

The exclusive features, such as the Damaskeen and Mirror finish, the perfect fitting handle, taper 
grinding and blades of finest Silver Steel, form an absolute guarantee, proving that no better saw is made 
than the Atkins Silver Steel Saw. 

The advertising and selling assistance given by the E. C. Atkins & Company, is within itself reason 
why we desire this brand of tools. Last but not least, in selling Atkins Silver Steel Saws, there is a fair 
profit for you, and satisfaction to your customers, and a satisfied customer is a mighty good advertiser 
for any business. 


Write us a letter recommending Atkins Silver Steel Saws to your fellow hardware 
dealers. If accepted for publication, you earn $10.00. 


HERE ARE SOME RAPID SELLERS 


ATKINS 
No.400 HAND SAW 


ATKINS No.53 


SHIP POINT 





The finest saw on earth; extraordinary in 


A skew back saw, favorite of many high-class Made of Silver Steel, well balanced, holds a quality, workmanship and finish. Genuine 
mechanics for general carpentry work. The straight true edge. This ATKINS Trowel is siLVHR STEEL BLADE, ship point, five 
Silver Steel blade is taper ground by Atkins as well designed and built as skilled me- gauges taper ground. MIRROR POLISH, 
process, with the damaskeen finish. The At- chanics can make it. It will be your favorite Solid ROSEWOOD HANDLE of the Im- 
kins Perfection handle eliminates wrist strain trowel, proved Perfection Pattern, Nickeled screws. 

Skew or straight back. Comes in moisture- 


and makes sawing easier. 
proof bag. 


E. C. ATKINS & COMPANY 


Established 1857 


Machine Knife Factory Home Office and Factory: “The Silver Steel Saw People” 
Lancaster, N. Y. Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 
BRANCHES: 
Atlanta Memphis New Orleans Portland Seattle Paris, France 
Chicago Minneapolis New York San Francisco Vancouver, B. C. Sydney, N. S. W. 


‘“TRINS ALWAYS AWEAD” yy 
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GRAY-WICK 
SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 


Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 








12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 34 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 


Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 INCORPORATED 1892 
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The Rainy Day ieee 


sells WEED CHAINS 


TT OT 


6 o) 


| _ robin gets his best 
For Cord, Fabric 


picking in rainy weather. 

. The successful dealer is the 

or Balloon Tires same kind of bird—he is 
wise enough to know that 


overcast skies forecast WEED 
CHAIN WEATHER. 


Follow the example of the shoe 
dealer who sticks out a sign that 
yells “Rubbers”; the haberdasher’s 
sign cries “Umbrellas” —on rainy 
days be sure to proclaim “WEED 
CHAINS” with one of the window 
stickers which we provide for the 
purpose. Send for a supply today 
—ask for “Number 9” sales help. 


| AMERICAN CHAIN COMPANY, INCORPORATED 


BRIDGEPORT, CONNECTICUT 
In Canada: DOMINION CHAIN COMPANY, LIMITED, Niagara Falls, Ontario 
District Sales Offices: Boston Chicago New York Philadelphia Pittsburgh San Francisco 
WORLD’S LARGEST MANUFACTURERS OF WELDED AND WELDLESS CHAINS FOR ALL PURPOSES 


| e | ae. 
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Is the Book of 


the Hour— 











Large Demand 


The demand is large. The edi- 
tion is limited. Wise retailers, 
wholesalers and salesmen do not 
want to be without this greatest 
story of the hardware business 
and of hardware selling. It is 
indeed doubtful if another such 
book can ever be written. 











PLACE YOUR 


5 pews Publishers ofp HARDWARE AGE are pleased to announce 
the publication in Book Form of “Forty Years of Hardware.” 
Norvell’s “Forty Years of Hardware” is a big, outstanding contribu- 
tion to hardware literature. Nothing like it has been written. Noth- 


ing like it can be written again. 


It is an intimate human chronicle 
of the hardware business in its 
formative period, written by a 
man who was an outstanding fig- 
ure in the hardware trade during 
that period. 


Saunders Norvell could not write 
a dry, statistical book if he tried. 
He isn’t geared along those lines. 
He is intensely human, and his 
writings reveal simply and natur- 
ally the human touch. 


Norvell lived the life he pictures. 
He was a pioneer—a hardware 
sales pioneer of the West. He 
rode in stage coaches—lived in 
boom towns—helped to make the 
history of which he writes. 


He has been a stock boy—travel- 
ing salesman—sales manager — 
president of a nationally known 
hardware jobbing house. 


In each of these positions he has 
won signal and merited success. 
He is recognized as one of the 
greatest salesmen, organizers and 
sales managers of his time. 


And Norvell can write. He has 
that happy faculty of telling a 
story well—of painting vivid word 
pictures of men and events, inter- 
spersed with narratives, bits of 
philosophy, and sage, sound ad- 
vice. 


“Forty Years of Hardware” is not 
a novel; yet it carries all the in- 
terest, the zest and the punch of a 
“Best Seller.” It is not a history, 
yet it portrays truthfully the peo- 
ple, the times, the country and the 
hardware problems over a period 
of forty years. It is not a text 
book, yet within its pages there is 
almost an education in merchan- 
dising. 

You have caught ideas in the 
methods and systems of other men 
and have carried on to larger ac- 
complishments. You have wit- 
nessed the unfolding of knotty 
problems through the simple and 
effective word or sentence of 
some capable brain; or through 
the sudden idea born of a remi- 
niscence or recounted experience 
of a contemporary or “old timer.” 
And so you know the meaning of 
Norvell’s “Forty Years of Hard- 
ware” in your library, and that it 
will be a constant source of pleas- 
ant reading and business inspira- 
tion. And—you will not let this 
moment pass without placing your 
order when you _ realize that 
HARDWARE AGE contemplates 
but one edition of this valuable 
book. 


The number of copies printed will 
be based on the advance orders. 


Advance orders are already on file’ for several hundred copies 
ranging in quantity from single volumes up to as many as fifty 


each from two concerns. 


Illustrated 


This chronicle of forty develop- 
ing years of business history 
fine 
sketches of events and scenes, 
as well as photographs of men 
we all admire for their achieve- 


will be illustrated with 


ments. 


Quality Bound 


Such a book as this must be 
bound for long use and be at- 
tractive to measure up to its 
prominent place in your library. 
It will be in a fine cloth bind- 
ing. 


HARDWARE AGE, 239 West 39th Street, NEW YORK 
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ORDER NOW! 


AS A WRITER— 


‘“SALES MANAGEMENT” IN ITS 


ISSUE OF OCTOBER, 1924, SAYS: 


“Forty Years of Hardware” reads like a novel and leaves the 
impression of a film. From the beginning chapters where we see 
young Saunders Norvell starting out on the Iron Mountain for 
Cape Girardeau, with hand-valise, mackintosh, and circus tent 


umbrella, to sell knives and kettles 
and axes for the Simmons Hard- 
ware Company, to the final pages 
where the denouement of his 
hardware career comes in the edi- 
torial directorship of “The Hard- 
ware Reporter,” the entire book 
is one vivid, human picture after 
another. It is a story of achieve- 
ment, a series of character 
sketches. a history of business, a 
theme of philosophy, all in one. 

When he tells of his selling ex- 
periences in Colorado, Norvell 
writes the following paragraph, 
which might well serve as a text 
for his story: “Let us remember 
that all life is an evolution and 
when ‘Forty Years of Hardware’ 
is finished, it is my hope that it 
will show how very interesting 
business activities on a national 
scale gradually evolved from very 
small beginnings, and how the 
lessons learned from day-by-day 
contact with small things and 
what are considered small people 
were later of great service in a 
larger field. In other words, when 
one reviews life, small things and 
great things, small and great peo- 
ple are so involved that one can- 
not say what is small and what is 
great or who is small or who is 
great.” 

“Forty Years of Hardware” is 
the story of human contacts—of 
the constant interplay of person- 
alities—of a stock boy and the peo- 
ple he knew; of a salesman and the 
retailers he sold; of a sales man- 
ager and president, and his business 
associates. ‘The inspiration of the 
book lies in the fact that it has been 


written without 
preaching; Norvell’s 
breadth of experi- 
ence and depth of 
business vision are 
revealed in dozens 
of concrete, picturesque, dramatic 
incidents told with an _ unusual 
keenness of appreciation for the 
dramatic, the characteristic, the 
“story” in every-day life. Through 
the snapshot sketches given of 
business associates, we gain an 
idea of the keen insight into 
human nature that was part of 
the reason for Norvell’s success 
in handling men. And we know 
from his record of accomplish- 
ment that he lived with his feet 
on the ground, that he saw life 
squarely, recognized the sordid 
and unlovely as well as the fine— 
and withal maintained a charitable 
attitude toward the world, sea- 
soned with a saving sense of 
humor. And it is in this attitude 
that “Forty Years” was written. 


In every position he held, from 
stock boy to president of a nation- 
ally known hardware jobbing 
house, Saunders Norvell was an 
outstanding success and within 
the pages of his story is a mine 
of sound merchandising principles 
worthy of the study of any Amer- 
ican business man, no matter what 
kind of business he is in. Nor- 
vell’s line happened to be hard- 
ware, but it wouldn’t have made 
the least bit of difference had it 
been shoes, or ships, or sealing 
wax. He would have been suc- 
cessful just the same. 


Do not run the risk of wanting Norvell’s information and 
hours of reading and not having your copy. This book is good 


for years to come! GET IT! 


$3.00 per 
Copy 


ORDER AT 
ONCE 


DELIVERY NOVEMBER 


HARDWARE AGE, 239 West 39th Street, NEW YORK 





Norvell’s 
wealth of 
e x perience 
and human 
interest are 
made elo- 
quent for 
you by his 





genius as a 
writer. Mr. Norvell’s 
writing ability is re- 
ferred to by Mr. F. R. 
Goodell, Sales Man- 
ager of the Congo- 
leum Company, as 
follows: “Saunders 
Norvell is certainly a 
wonderful writer in 
addition to being one 
of theoutstanding 
sales geniuses of the 
country. There is no 
doubt of the inspira- 
tion to be obtained 
from such books as 
“The Americaniza- 
tion of Edward Bok” 
and I think that Mr. 
Norvell’s book, in a 
Way, is even more 
valuable to a man in 
the selling end of 
business.” 








Do Not Miss It 


In your experience are many 


solutions of knotty problems 
and inspirations to higher suc- 
cess from the simple word or 
idea of a big, brainy man like 
Norvell. Do not miss his book. 
It is cram full of the best in 
all ways. . 
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Your Amas 


Is Mainly for the Women 
Presents Just as They 
Buying of Most Retailed 








UCCESSFUL hardware 

dealers who have the 
largest turnover in cash 
trade reach into the homes 
and bring out the woman 
who does the buying by 
using the Store News. Pays 
better than any circular in 
getting their Christmas 
trade. Our Service offers 
you the most economical 

















method of issuing your own QT ee 
Store News. See] Saas 























The Hardware 


239 West 39th Street, 
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Advertising 








Who Purchase Most of the 
Also Buy or Decide the 
Goods Throughout the Year 














The cuts on this page are 
from the Xmas Service. 
Notice how distinctly and 
attractively they suggest 
the goods in the least 
amount of space. 











Age Service 


New York City 


HERE is only one Ser- 
vice which gives the 
retail hardware dealer com- 
plete material in ideas, read- 
ing matter, cuts, window 
suggestions and store stunts 
to keep his store’s publicity 
equal to the best in his town 
in attracting women’s as 
well as men’s trade. You can 
see a specimen of this service 
by sending in the coupon 
below. 


PIN THIS TO YOUR LETTERHEAD 
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Hardware Age Service, 

239 West 39th Street, 

New York City 

We are interested in seeing a copy of 
your Service for Hardware Advertis- 


ing with the cost for exclusive use by 
the year. 
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“Mike”. It does the work of 
If you were an auto mechanic 
pr Soeering as it does baie 
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Sturdy Quality— 
The Background of Practical Economy 


Individual taste is often expressed in terms of “funds available.” It is natural 
that the average customers possess an eye for beauty. Some are keen value- 
seekers, and again, others have developed a tendency to seek bargains. In each 
case it has resulted in haphazard purchases—and lost customers. 


The wide variety of National designs in Garage and Builders’ Hardware afford 
an opportunity for the Dealer to cultivate confidence and good-will. The quality 
and workmanship assures a merchandising service. Sturdy, dependable products 
that are easy to sell and priced within reach of the most discriminating. 














No. 842 Ornamental Garage Hinge 


An attractive and exceptionally low-priced hinge—quality considered. 
Made with a loose pin so that the “T” can be reversed and used as a full 
surface hinge—or mortised into jamb when brick is used in construction. 
Designed to give efficient and permanent service. The embossed leaf adds 
to its beauty, besides lending to its strength and attractiveness. 


Furnished in Japan Finish. Size 10”. Packed One Pair in box. 


National Manufacturing Company 


Sterling, Ilinois 


Why not write us for a National catalog or request our salesman to call and quote you? 
We have an established policy of selling only direct to the dealer. This provides better 
service—greater convenience and larger profits for our distributors. 


Our stock and shipping facilities permit us to make shipments the day your order is 
received. Ample stock is always on hand. We will be glad to suggest items for your 
trade and assist in your selections. 


Natienal 
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‘Should Jobbers’ Salesmen Carry Samples ? 


srieanene 





NAM CELLEEADAUEE EEUU 


In the following letter from a hardware retailer in Montana, who has re- 
quested that his name be withheld, the common practice of jobbers’ salesmen 
of calling on retailers without samples is questioned. This is an important sub- 
ject and should be discussed further. What is your opinion? 


TTL EPeeRe LLL EEE ELLE EEL 





Mr. Llew S. Soule, Editor, 
Hardware Age, 
New York City. 


Dear Mr. Soule: 


How about the common practice of hardware jobbers’ salesmen calling 
on dealers and rushing through the catalog, their main effort being to get 
a big order and get away? 


If some goods are sent as a substitute or goods the dealer cannot move, 
there is not much effort spent to place them elsewhere. (Very often on a 
complaint they say “send them back.’’) 


Tete” 


In this section there are plenty of salesmen, but very few ever carry 
samples, even though they drive cars and in an out of the way section it is 
all the more important to display samples of new goods, etc. 


I believe it is more the dealer’s fault than any one else, as he should never 
get in the habit of depending on salesmen to do all his buying, but should 
go over the catalogs and price lists during spare time. 


The salesman’s time should be devoted to showing samples, taking care 
of complaints and checking up his account with his dealer to see if they 
agree. I believe a general discussion on this subject would be of impor- 


What Is Your Opinion? 
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Wolff, Kubly & Hirsig’s display of builders’ hardware in the model home 
built by Madison merchants. At the right are the jobbing cards which the 
company uses in its business with much success 
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Wolff, Kubly & Hirsig 



































Jobbing Card 
SO es a ee 192........ 
For 4 ins — 
Address 
Wanted Assigned 

Materials Used 

Time ene wb ty 
Signed 
Return this card at end of job Workman 
Charged 























How the “Own Your Home” Idea Sold 


Builder’s Hardware 
Progressive Methods Enable Wolff, Kubly & Hirsig to Get 90 Per Cent 


of the Madison, Wis., Business 


HE construction and furnishing of a model 

home has become, during the past two years, a 

very effective way of selling new homes, the 
merchandise that goes into its construction and the 
merchandise which is used to equip it for com- 
fortable living. 

Various plans have been used. Some large stores 
have constructed model houses within their own 
stores to emphasize the furnishing idea. These ex- 
hibits or models are used to sell floor coverings, 
paints and varnishes, kitchen appliances, plumbing, 
heating, furniture, electrical fixtures and appliances, 
fabrics, wall paper, etc. 

Other merchants have clubbed together and with 
the aid of a good contractor, who was financially in- 
terested, have actually constructed homes and fitted 
them up. These were used for a number of weeks as 
show places and have been visited by thousands of 
people. There have been a great many electrical 
homes built within the last year which not only were 
sold at a good profit, but served to sell the electrical, 
as well as home building, idea to a great many folks. 

Several merchants and a contractor in Madison, 


Wis., got together and built a model English cottage. 
The material was all secured from Madison firms 
from the groundwork to the last final touches on the 
window hangings. The local hardware firm, Wolf 
Kubly & Hirsig, furnished all of the hardware. When 
the cottage was ready for public inspection, a double 
spread advertisement appeared in the local papers 
inviting people to go out and look the house over. 
Each merchant who had a share in the work was 
given a good sized display space in the ad and this, 
together with the work in the house itself and ap- 
propriate signs, certainly sold the idea of “Own Your 
Own Home” to Madison folks. 

This is only one of the methods used by this com- 
pany in getting the idea of building before the 
public. Wolf Kubly & Hirsig sells 90 per cent of 
the builders’ hardware sold in that city. The illus- 
tration shows the builders’ hardware sample room 
at the State Street store. A large table is provided 
here for the figuring of plans and the fireplace gives 
the room a comfortable feeling. Samples are kept 
only on the back wall, as shown in the illustration, 
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(Continued on page 52) 
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When the 
Mualk Truck Goes 


to Lown 


Does It Carry Cans Sold by Your Store ? 





By A. H. Van Voris 
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Almost every farmer in your section is a prospect for 
frequent sales of dairy equipment and barn supplies 
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HEN the morning milk truck 

goes to town, have _ you 

helped? What we mean is 
this: 

Are you placing representatives 
on the farms, in the way of modern 
barn and dairy equipment. to help 
simplify labor and to imprvuve sani- 
tary conditions of milk production? 

As we look at it, there is no open 
sesame to securing business in farm 
barn equipment. 

To be sure, if your store is located 
in a rural section, a certain amount 
of this business is bound to come 
your way, but the bulk of it is so 
often just over the borderline of 
easy sales, awaiting the dealer who 
goes after it with enthusiasm. 

There was a time when almost any 
sort of home-made equipment for 
the barn and stable was considered 
satisfactory. 

Then there was no standard to 
go by. 

One man did as he saw fit and his 
neighbor either copied his effort or 
figured out something better, ac- 
cording to his own idea of the fit- 
ness of things. 

However, that time is past, and 
the present day is marked by a 
standardization which makes it a 
more simple matter for the dealer 
to study up on the complete system. 

If successful dairying is to be car- 
ried on, the farmer must equip his 
barn accordingly. 

Slipshod methods are not approved 
by the inspectors. 


In our locality, a rich dairy sec- 
tion shipping quantities of milk 
each day to New York City, those 
farmers who deliver to the _ local 
stations of one of the large city milk 
distributing companies are mainly 
divided into two classes: 

(1) Grade A milk producers. 

(2) Grade B milk producers. 

There are also many Dairymen’s 
League milk producers. 

This classification may be of no 
general interest outside of this 
State to dealer readers of HARDWARE 
AGE, but we find that the distinction 
between the former two classes is a 
thing of no little importance to us. 

The Grade B farmers continually 
have before them an incentive to 
move up into Grade A, for the very 
good reason that their monthly milk 
check will increase. 

In order to get into that grade, 
their stables and barns are required 
to be up to a certain high standard 
of perfection. 

In other words, they must have 
properly equipped outfits. 

If this matter of actual dollars 
added to their milk checks is in their 
own hands, is it not natural that they 
should be fit prospects for the dealer 
who seizes his opportunity to place 
his equipment in their barns? 

Now, although conditions with you 
may not be the same as they are 
with us, it is surely a recognized fact 
that modern barn equipment is 
essential to good dairying every- 
where. 
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On this point, I think we stand 
four-square. 

There are certain fairly well- 
bounded limits to whic’ the aver- 
age hardware merchant may go, in 
this matter of stocking barn equrp- 
ment for the dairy farmer. 

Let’s take a glance at some of the 
more common items. 

A fairly well rounded list might 
comprise the following: 

Stanchions: 

All metal. 
Metal and wood. 
All wood. 

Steel stalls and fittings. 

Metal mangers and feed bozes. 

Ventilators and cupolas (possibly 

sold on order). 

Water bowls with 

tings. 

Concrete tools. 

This doesn’t begin to complete the 
list, but it is a comprehensive out- 
line of what the average dealer may 
hope to sell in most localities where 
farming is a prosperous venture 
along dairying lines. 

Take stanchions, for instance. 

We regularly stock them in three 
types as above mentioned. 

For a concrete floor, perhaps the 
all-metal type is most approved on 
account of its well-nigh perfect sani- 
tation. 

On the other hand, not every 
farmer is in a position to put in 
such a stable and, as the all-wood 
stanchion sells for quite a bit less 
money, there is a ready sale. 


pipe and fit- 
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The combination type does not 
seem to sell as rapidly on account of 
a lesser local popularity. 

Farm barns are being built new 
or being rebuilt everywhere these 
days. 

Spring will see lots of this work 
going on, prior to the busy planting 
season, so now is an ideal time to go 
after prospects. 

This isn’t a case of selling a pleas- 
ure car, a new set of dining room 
furniture or a phonograph—you 
have something to offer which will 
bring real dollars and cents back into 
his pocket in a greater return, in 
many cases, than he has hitherto ex- 
perienced. 

The litter carrier outfit is another 
important article, somewhat bulky 
to stock, but if you are situated 
within reasonable shipping distance 
from a good distributing point you 
may well be able to sell the outfit “on 
order,” if you don’t care to stock up 
in advance. 

In connection with this article, we 
are sending one of our local news- 
paper advertisements, given over to 
barn equipment and dairy supplies. 

We believe heartily in advertising, 
since it reaches so many prospects 
outside of what you may term your 
regular selling area. 

Every prospect is a subject for 
sales at one time or another, and if 
they learn that you carry a certain 
line they are reasonably sure to in- 
vestigate it. 

Let your manufacturer of the line 
of barn equipment which you sell 
supply you with electros, booklets 
for mailing and for handing over 
the counter; learn all you can from 
the factory representative when he 
calls on you, and if he is near enough 
to be called upon for special selling 
assistance see if you can’t secure 
his personal services on some par- 
ticular job or another that looks 
promising to you. 

Dairy equipment proper, meaning 
the various supplies which your 
farmer customers need from time to 
time by new purchase, replacement 
or renewal, covers a whole multitude 
of smaller items. 

You'll recognize the pails, cans, 
strainers, brushes, thermometers, 
spray solutions, whitewash and 
sprayers, fly killer for later hot 
weather, cow ties and leads, milk 
stools, and so on. 

The turnover is good, and that is 
one of the most promising features 
connected with the sale of these 
smaller items, which fail to run into 
such a large initial outlay for the 
purchaser as does some of the barn 
equipment material. 

If your section is not already fa- 
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miliar with the items, may we sug- 
gest that you look into the merits 
of the modern sanitary = milk 
strainer using cotton discs for each 
straining, the special milk can and 
milk pail brushes of ox fiber, wash- 
ing powder for the cans and pails, 
and the modern antiseptic spray 
material for spraying stables, the 
latter now being put up in paste- 
board cartons for convenience in 
handling. 
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Of the smaller items, these are 
well worth looking into, if you do 
not already sell them. 

And now, again, who is your pros- 
pect ? 

Every dairy farmer is continu- 
ously a prospect for some item or 
another, and if you plan to keep this 
merchandise in the foregiound in 
the real sense of the word you'll 
have your representative on most of 
these early morning milk trucks. 











MIR. DAIRYMAN--Do You Want To Sell 











Grade A Milk? i 


One of the primary consid- 
erations in distinction between 
Grade A and Grade B milk pro- 
duction is that of 


Stable Equipment and 
Sanitation ~ - 
In other words, the stable 
and milk house of the Grade A 
producer must stand a pretty 
good test when the MILK IN- 
SPECTOR calls. 
No matter whether you are. 
A planning to get that extra money 
in your monthly milk check by stepping into the Grade A Class, 








or whether you merely wish pos stable to be strictly modern 


and up-to-date. LOUDEN B 
investigate and install. 


look your requirements over. 


with-wood.) 











EQUIPMENT is the line to 


No matter whether you are planning to use wood or con- 
crete, we are ready to give you specifications and perhaps ar- 
range for a factory trained company man to call on yoy and 


Here are some of the items in which you will be interested: 
LOUDEN STANCHIONS (all tubular steel and steel-lined- 


LOUDEN WATER BOWLS (a wonderful convenience if 
you have running water from a hillside spring.) 


LOUDEN STEEL STALLS and FITTINGS Pes eh Seer bee 
LOUDEN STANDARDIZED MANGERS. 
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LOUDEN CUPALAS and VENTILATORS. 
LOUDEN EQUIPMENT is easy to clean and easy to keep 


and crack. 


kill flies) $1:25 gallon. 





sizes, good prices. 


Call and let us show you the STANCHIONS and give you 
our CASH DISCOUNT on them. 
DAIRY THERMOMETERS (flat brass, 85c; round glass, 


40c, 50c.) 
APPROVED MILK CAN BRUSH 45c 
APPROVED MILK PAIL BRUSH 40c 


APPROVED DR. CLARKS PURITY STRAINERS $3, $4. 
DR. CLARK’S COTTON STRAINER PADS, 300 for $2.25 
DR. WILLIAMS or B and B FLY SPRAY (guaranteed to 


GALVANIZED MILK COOLING TANKS (ask us about 


clean—no cracks and crevices to catch dirt—no wood to warp 











CARBOLA (for medicated whitewash) 10 Ib carton....$1.25 
40 QUART MILK CANS (28 Ib. average weight)... $5.00. 





I. VAN VORIS, 


ris’ Cobleskill, N. Y. 


Advertising of this type creates a demand for dairy and barn equipment 
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The “Why” of a Successful Mill 


Supply Business 


Quantity, Quality, Service Is the Slogan of Chandler & Farquhar 
Co., Boston, Progressive New England Hardware Firm 


raphy of a successful man al- 
ways is interesting reading, for 
it has its lessons and inspirations. 
But to the successful man ‘h:: story 
of a successful business is equally 
interesting, because no matter how 
successful we are there always is 
something to be derived from the 
success of others. 
It does not always follow that suc- 
cess in any one given field is attained 


‘2 O the ordinary person the biog- 


in the same way and by the same 
methods, for there is always the 
equation of personal as well as busi- 
ness character no matter how many 
hard and set rules are made. That 
is why the story of success in any 
form is inspiring. Chandler & Far- 
quhar Co., Boston, has made a suc- 
cess of the mill supply business, and 
the story is interesting because of 
its simplicity in the final analysis. 
The company has been in business 
forty-two years. During that period 
it has occupied four individual places 


’ 


of business, the last approximately 
two years. In the place before that 
business was conducted thirty years 
or so. At no time during those 
forty-two years has the company 
been out of a business area of more 
than a few blocks. Necessary 
changes were because of the out- 
growth of quarters or changing con: 
ditions in the particular locality. 
The fact the firm has remained with- 
in a certain restricted section of the 


city unquestionably has helped to as- 
sociate it in the minds of customers 
with that particular section. In 
other words the trade has known 
where it could put its finger on the 
company. 

The Chandler & Farquhar Co. is 
still doing business with a lot of 
manufacturers it did forty odd years 
back—old reliable concerns making 
old reliable standard products, all of 
which counts in the matter of suc- 
cess. 

Quantity, Quality and Service, 


however, are the three fundamentals 
to which the company’s success can 
be attributed. It has always been 
the policy to maintain adequate 
stocks of standard goods, and a wide 
variety. The company even goes so 
far as to apply the rule to slow sell- 
ing stock for the purpose of im- 
pregnating the minds of mill supply 
users that the firm can be relied 
upon for anything required in that 
particular line. The number of items 





handled by this Boston firm runs up 
into the thousands—somewhere be- 
tween 28,000 and 30,000. 

As for quality nothing but the 
best is permissible. The question of 
quality is not decided on hearsay or 
by the selling points of the manufac- 
turers’ representative. Methods of 
manufacture, materials used in 
manufacture, wearing qualities and 
the quality of work produced by 
supplies sold have all been studied 
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Turns a $3,000 Stock of China and 


Glassware 3 Times a Year 


HREE times a year the L. E. 

Wolf Hardware Co., Mt. Clem- 

ens, Mich., turns a $3,000 stock 
of china and glassware. The larger 
proportion of this business is regu- 
lar trade from customers who make 
their homes in town. Being a min- 
eral bath town, Mt. Clemens at- 
tracts thousands of tourists and 
out-of-town visitors. The souvenir 
demand is fairly active throughout 
the warmer months. But such trade 
is generally for individual pieces— 
a mayonnaise set, tea pot, ice tea 
set, or odd cup and saucer. Oc- 
casionally a complete 50 or 100- 
piece set of dishes will be sold for 


shipment to a distant city, but, as 
said before, the bulk of this depart- 
ment’s business is in sales made to 
local families. 

Of this entire volume, one-third 
of the business is for glassware and 
two-thirds for china. One-third of 
the entire volume is done in the six 
weeks preceding the Christmas 
holidays. July and August are 
usually the low average sales months 
on china and glassware, but the 
pickup trade of souvenir hunters 
helps keep the monthly average. 

L. E. Wolf, president of the com- 
pany, is a very keen merchant, who 
watches each department and who 


at all times knows about where the 
profit is or is not. He is much in- 
terested in the china department 
and finds that it is essential to 
study the local demand, local tastes 
and local average pocketbooks. He 
advises that a woman be placed in 
charge on the china section who 
possibly could manage the general 
housefurnishings department also. 

In connection with the china sets, 
glass sets, extra pieces and addi- 
tional service stock, Wolf carries 
many specialties, such as dainty tea 
sets selling up to $25, electrically 
operated perfumers, yellow bulb 
bowls at $3.50 to $5 or more, ac- 
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cording to size, small vases, and 
well-chosen salt and pepper sets. 
These specialties are useful as 
leaders. For example, Wolf pur- 
chased a good stock of yellow fish 
and bulb bowls, priced them right 
and sold more than 100 in less than 
a week. A neat, legible price card 
Every 


woman is a customer for such spe- 
cials. The bargain instinct runs 
strong in the fair sex and every 
home seems to have a vacant spot 
which would be toned up with a 
yellow bulb bowl, or a bon-bon dish, 
hand painted, etc. 

Last year this department sold 
six complete 100-piece china sets 
the day before Christmas. In the 
ten-day period before Christmas, 
twenty-three tea sets were sold. 


HARDWARE AGE 


Every day the young lady in 
charge of this department wipes 
clean every piece on display and 
dresses up the table assortment, 
completes broken sets, inspects the 
white table cloth under the stock 
and gives the section any other at- 
tention which may be needed. It is 
not always possible to complete this 
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be handled by the hardwa7e ner- 
chant at a good margin and without 
handling the stock. Mr. Wolf has 
also found American porcelain ware 
the best seller among lunch rooms, 
hotels and restaurants. Boarding 
houses are also good prospects for 
this ware. A catalog with standard 
pieces illustrated and priced used 


job in one stretch, but the little 
lady in charge puts all spare time 
on it and in this way keeps the 
china and glassware department in 
condition fit to attract sales. 

Mr. Wolf tells us there are many 
simple kinks and twists to the china 
trade. One must carry goods at 
varied prices to fit the needs of 
varied pocketbooks and _ varied 
tastes. The restaurant and hotel 
trade, according to Mr. Wolf, can 





in conjunction with a sample piece 
showing quality furnish the dealer 
with all the sales ammunition he 
needs when soliciting this trade. 

The logical sale to follow-up the 
purchase of china and glassware 
would be tableware, knives and 
forks in silver and in steel and bone 
for kitchen or everyday use. From 
table ware and china ware you are 
justified in suggesting trays and ex- 
tra pieces for the table. 








A Clever Window Display 





> . 


Here is one of Harry K. Hunter’s clever win- 
dow displays. The auto was made from the stote’s 
regular hardware stock. This display, as might 
be expected, drew large crowds and helped the 
company sell more merchandise. 
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Your Thanksgiving table 


deserves the best 
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One Stroke Roman Alphabet — 


iz learning show card writing 


the beginner should be properly 
equipped, otherwise the handicap 
will be too great for practical re- 
sults. There are many people who 
try their “luck” at fishing who re- 
turn empty handed only because 
they were not properly equipped. 
One who knows anything about 
hunting would not think of going 
after big game with a small calibre 
gun. HARDWARE AGE receives 
numerous correspondence from its 
readers who desire to know just 
what constitutes a beginners show 
card outfit, the approximate cost and 
where to get it. The show card 
writer is fortunate in that he re- 
quires but few tools, the long chance 
is on himself and just how de- 
termined he is to “stick at it” and 
accomplish what hundreds of others 
have done by following these simple 
instructions. It is not necessary 
that one should be an artist, or a 
draughtsman or possess a steady 
hand 'to learn this single stroke 
lettering. The writer has seen many 
beginners whose hands shook like 
an aspen leaf develop into speedy 
and efficient show card writers 
through practice and determination 
alone. There is no fixed time just 


how long it takes before one is able 
to produce a legible show card; this 
naturally depends upon the individu- 
al and how much time he is willing 
to devote to consistent practice. 


Chapter III 


By Joseph Bertram Jowitt 


Most beginners are in too much of in learning show card writing. The 
it is absolutely necessary that a hurry and, instead of practising writer knows of several beginners 


the elementary strokes such as up- 








In Appreciation 


Mr. Joseph B. Jowitt. 

Dear Sir.—As I am a reader of 
the HARDWARE AGE magazine 
for the past six months, and par- 
ticularly a student reader of your 
articles on show card writing, I 
wish to say that I am grateful to 
you for the encouragement and 
help which you gave me in my 
practice work, and upon which my 
success so far mainly depends. 

I should think that other stu- 
dents interested in these show 
card writing articles would also 
send their practice work to you 
for correction and with your help 
they would surely produce better 
work. 

I am sure that this plan would 
prove beneficial to the interested 
readers of your show card writing 
articles. 

I remain, a ‘sincere student 
reader, 

(Signed) Julius H. Jager, 

294 South First Street, 
Brooklyn, N. Y. 








rights, perpendiculars, horizontals, 
curves and circles, they try to copy 
the perfect letters. The old saying 
“The longest way round is the 
shortest way home” is certainly true 





who, after six months practice, could 
write an attractive show card. Some 
require more time and others, less. 

A beginners outfit should consist 
of three genuine Red Sable brushes, 
Nos. 6, 10 and 12; one set of five 
round bill speed pens; four pen- 
holders; three jars of water color 
show card ink (two ounce each), 
red, black and blue; one piece of art 
gum eraser, and one yard stick. This 
whole outfit should not cost more 
than five dollars, and may be pur- 
chased from the following show card 
supply houses: N. Glantz, 293 
Bowery, New York City; Bert L. 
Daly, Dayton, Ohio, or Walbrunn 
Cling & Co., Chicago, II. 

This chapter concludes the single 
stroke Roman alphabet. The letters 
U, V, W, X, Y and Z, are known as 
the angle letters and with the ex- 
ception of the letter “U” are com- 
posed of the same basic strokes. 
Each letter is shown here in its 
course of construction with the ar- 
rows pointing out the direction in 
which the stroke should be taken and 
the numbers in their sequence. When 
making the angle strokes the point 
of the brush should be placed on the 
card at the exact angle you wish to 
make the stroke. Always remove 
the brush from surface when within 
a fraction of an inch of the bottom 
guide line. Cut out cardboard mats 
or frames add much to the appear- 
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ance of the plainest lettered show 
card and are very easily cut with a 
sharp pointed knife. It is much 
easier to cut through cardboard if 
the knife is held on a slant of about 
forty-five degrees. These cards 
measure over all, 15 x 20 inches, four 
of this size may be cut from a full 
sized matboard measuring 30 x 40 
inches. Each mat frame is two 
inches wide all the way around. The 
color is a light tint of green with 
a black stripe around the outside 
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edge. The large letters were done 
with a number eight, Red Sable 
brush, and the smaller lettering was 
done with a number three speed pen. 
These mats may be used over several 
times by painting them over with 
Alabastine or Muresco. Just a small 
dab of Le Page’s glue will hold the 
mat as securely as necessary and 
permit its removal without tearing 
the card or mat. 

It is not necessary for the begin- 
ner at show card writing, if he in- 


-) 


ed 


tends to take it up as a side line, to 
learn all the different alphabets. 
This Roman alphabet is about the 
best and easiest to learn and is prob- 
ably the most used of all alphabets 
by the professional show card 
writers. 

There is no mathematical rule for 
spacing of letters and words, this 
being governed entirely by approxi- 
mates. Practice alone qualifies the 
beginner to judge the space occupied 
by the different size letters. 
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Chart showing the last letters in the Single Stroke Roman Alphabet and the strokes used in their construction 
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Don't Be Useful—Be Decorative 


By Saunders Norvell 


ESTERDAY I had the pleasure of a visit from 

a real, honest-to-goodness sales manager. He 

has complete charge of the sales of a very large 
company and he personally handles several hundred 
salesmen. He has broad shoulders—big, strong 
hands. When he came in his appearance made me 
think of a football player. No, he had never played 
football; no, he had never been to college. He was 
the son of a blacksmith. He had helped his father 
in a country blacksmith shop. He would hold the 
red hot iron with a pair of pincers while his father 
swung the sledge and then, for a change, he would 
swing the sledge while his father held the pincers. 
Queer start for a sales manager! 

However, he was not only a blacksmith—he was a 
student. At night, after he had washed off the sweat 
and coal dust, he settled down by the table lamp and 
studied. He went to work in a local retail store. 
Step by step he worked up to his present responsible 
position in charge of distributing the product, not 
only in the United States but in all parts of the 
world, of one of our greatest industrial concerns. 

Still, he has a soft spot in his mental make-up! 
He has read “FORTY YEARS OF HARDWARE” 
and he has read “THE SALES MANAGER?” articles. 
He continues to read them. I was curious to get his 
reaction to them. I questioned him closely as to 
the parts he liked and the parts he did not like. 
“Well”—he said—‘“I do not care so much for your 
highbrow stuff. Some of your philosophy does not 
especially interest me. The part I like is your real 
sales stories, written from your actual experiences. 
These all interest me. When I find one that has an 
especially good point like “THE SALESMAN’S RE- 
LATION TO COLLECTIONS,” I send a copy of that 
article to each one of our salesmen. I believe such 
articles are a real help. Say,” said he, “just give us 
some more of those A.B.C., every-day selling stories. 
Throw in the human nature strong. You know,” he 
added, “I often have to laugh when I read these 
stories because your experiences have been so much 
like my own.” 

Now, I am rather sorry that this sales manager 
happened to come in when he did because I was just 
preparing a “SALES MANAGER?” article based on 
the philosophy of Herbert Spencer. Herbert Spencer 
is supposed to be real, highbrow stuff, but recently 
I have been reading him and a great deal of what 
he writes applies directly to the selling of goods. 
Who was Herbert Spencer? Of course, you moron, 
you don’t know. Well, he was born in England, 
1820; died in 1904; son of a schoolmaster; became a 
civil engineer in 1837, but abandoned that calling in 
1845; assistant editor of The Economist in 1848-53; 
published among many books “THE PROPER 
SPHERE OF GOVERNMENT” in 1842; “PRINCI- 
PLES OF PSYCHOLOGY” in 1855; “EDUCATION” 
in 1860; “FIRST PRINCIPLES” in 1862 and other 
works in his “SYSTEM OF SYNTHETIC PHILOSO- 


PHY,” later; the “DATA OF ETHICS” in 1879; his 
“AUTOBIOGRAPHY” in two volumes appearing in 
1905, after his death. Now, will you be good! 

The above list of works, of course, sounds heavy, 
but if you will get them out of your circulating li- 
brary you will be surprised at how interesting old 
Herbert was. 

The particular article that gave my mental con- 
volutions a gentle stimulus was “THE ORNAMEN- 
TAL AND THE USEFUL IN EDUCATION.” I am 
not going to quote all of this article for your bene- 
fit, but here are some of the ideas boiled down: In 
the history of the world, decoration precedes dress. 
The savage submits to great physical suffering to 
have himself handsomely tattooed. Naturally, being 
beautifully tattooed, it would be a shame to wear any 
clothes! An Orinoco Indian will labor for a fort- 
night to purchase pigment wherewith to decorate 
himself and cause himself to be admired. An Ori- 
noco woman would not hesitate to walk out of her 
hut without a fragment of clothing on, but would not 
dare to commit such a breach of decorum as to go 
out unpainted. All voyagers know that the straight- 
est way to the hearts of savages is not with warm 


clothing, such as calicoes and broadcloths, but with - 


beads and trinkets. All of us have seen pictures of 
American Indian chiefs with nothing on but a breach 
clout, some red ochre paint and a plug hat. I my- 
self have seen some dignified aborigines parading 
around in this costume. They were very proud of 
their plug hats! 

Herbert Spencer then proceeds to analyze our edu- 
cation. Do we study those things that are useful or 
those that are ornamental? His conclusion is that 
all through the ages in education we neglect the use- 
ful for those things that will bring personal ap- 
plause! In Greece they taught music, poetry, rhetoric 
and philosophy up to the time of Socrates, but they 
taught nothing useful. Yes, I guess Herbert is 
right. 

I wonder how many men who read this article 
can tell offhand how many teeth they have in their 
head or how many pints of blood there are in their 
body. .How many men understand the circulation of 
blood? Wouldn’t you think that in our schools the 
first thing they would teach the children would be 
the useful knowledge of the many interesting things 
that science knows about that are taking place inside 
of their dear little bodies? Of course I know they 
are teaching more of these things now than they did 
formerly, but if you wish to stir up some very dense 
ignorance, simply ask some of your grown-up chil- 
dren or some of your friends a few questions about 
how they breathe—the functions of the lungs, etc. 
On the other hand, I believe you will find these same 
children and these same friends very well posted on 
many subjects, such as poetry and art that are deco- 
rative but, in a certain sense, not practically useful 
in our everyday life. 
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The entire drift of Herbert Spencer’s argument is 
the tremendous importance, not only among the 
savages, but among the most highly civilized people, 
of the purely ornamental in life. 

I have been dared to speak tomorrow to The New 
York Business Publishers’ Association on the subject 
of how to make their publications more interesting. 
What a field in which to “kid” these publishers! I 
had not the slightest idea of what to say to these 
grave, dignified and reverend signors until I hap- 
pened to strike this article by Herbert Spencer. Now 
I am loaded. Possibly they invited me to this ‘dinner 
only to have fun with me, but when I come there with 
my thesis, backed up by Herbert Spencer, I am sure 
to get them on the run. 

Somebody has said that a man who can make two 
blades of grass grow where only one had grown 
before was a benefactor to the human race. I am 
doing exactly this thing in this article. I am taking 
the ideas of my speech to the trade publishers and I 
am turning them into a “SALES MANAGER” article. 
So, with one line of thought, I am producing two 
things—an article for a trade paper and a talk for 
a trade paper association. 

What I have to say is just as true of a salesman 
and a sales manager as it is of running a trade paper. 
First of all, we must be interesting. Like the savage, 
when we start out we must wear our red paint. Like 
the Indian, we must adorn ourselves with a plug hat. 
It really does not make much difference whether our 
articles are useful or not, just so they are interest- 
ing. No salesman, no matter how good his line or 
how low his prices, can get very far with any cus- 
tomer unless he interests that customer. No trade 
paper can ever have very wide influence unless it is 
first of all interesting. | 

This leads me to the point of my article and of my 
speech. If you are a salesman, you simply must cul- 
tivate charm of person. Now laugh, but just the 
same this bet goes. Charm is something I will not 
attempt to describe, but in everyday life it is pro- 
ducing very large dividends. Many men call on me 
every day. Some of them may be very useful citizens. 
They look useful, but they lack charm, and it is much 
harder for the useful man without charm to get an 
opportunity to tell his story than it is for the man 
who has charm, no matter whether he is a useful 
citizen or not. 

If Herbert Spencer is right, instead of salesmen 
and editors of trade papers studying encyclopedias 
in order to accumulate facts, they should go to some 
school of charm. The editors not only must have 
charm in writing, not only must have style, but every 
now and then a little sense of humor should show 
itself even in their heaviest editorials. All of us 
are tired of being preached at. The older a man 
grows, the more he is inclined to preach. When 
Kipling in England recently addressed a graduating 
class of his old college, he remarked that the re- 
venge the old took upon the young was to preach at 
them. Now I am going to advise our editors to stop 
preaching. Of course, in Biblical times the prophets 
stood up on a mountain and preached. They laid 
down the law; nor did they give any reasons for 
their instructions. They did sometimes offer rewards 
in this world and the next if their formulae were 
followed, but in this degenerate generation in which 
we live this preaching from the high mountain tops 
down into the valleys where we live is not even 
listened to. 
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Recently, when a great orator sat down to talk to 
the multitude at a radio broadcasting station, the 
manager touched him on the shoulder and said: 
‘Sail in, but make it snappy!” The poor old- 
fashioned orator could not even get a start. The 
world has changed. 

Once upon a time, not so many years ago, I was 
the chairman of a literary society. We invited a 
certain college president to speak to us. After the 
address I handed him a check for his expenses from 
the college to St. Louis and back and $100 for his 
services. I wish I had kept his receipt. It was 
filed in the archives of our literary society. That 
receipt today would be worth more than the amount 
of his honorarium. Now for the life of me I can 
not remember what that college president had to 
say in his speech, but I do remember that he spoke 
with wonderful charm. He thrilled the audience. 
All of us realized that he was a wonderful orator. 
We had suffered much from other orators—men of 
great fame in various lines who did not have any 
charm as speakers. This speaker was different. I 
have never forgotten that speech, but, as I say, for 
the life of me I can not remember a single thing 
he talked about. This orator was Woodrow Wilson. 

Now all I have written, I think, goes to show that 
Herbert Spencer is right. The arts of decoration 
come ahead of the arts of the useful. The arts 
of decoration even in our most civilized society are 
more important in life than the useful. 

Let me illustrate again: One of the joys I have 
in life is reading every day the column written by 
Heywood Broun in “The World.” Most of the 
time I detest him for what he writes. I usually 
disagree with him on every point, but every day 
I look forward to the charm of his writing. If he 
wrote stuff that was only useful I am afraid I would 
pass up “The World,’ but they have a regular 
subscriber in me just because of Heywood Broun. 
I like to see the way in which he handles an idea. 
He plays with it like an acrobat with a ball. Some- 
times. after reading Broun, I turn to the editorials 
of “The World” and I wonder why they do not 
have Broun occasionally write these editorials. Let 
the editor provide the ideas, but let Broun give 
expression to them. 

There is my friend Babson. His stuff, of course, 
is useful. It must be useful, because it is so fear- 
fully dull. Now Babson does write good stuff, but 
it is painful to read it. I hope he sees this article. 
I hope some one cuts it out and mails it to him. 
Would it not be a delight to read the good ideas 
gathered by Babson written up with the charm of 
Heywood Broun? 

Therefore, nevertheless and notwithstanding the 
visit of my blacksmith friend who is now a sales 
manager, I have worked this philosophical article 
out of my system. Tomorrow I will use the same 
idea in talking to the trade paper editors. Now 
watch the trade papers and see them all blossom 
out with a new form of editorials. They are going 
to have charm, grace and style of expression and, 
above and beyond everything else, whether they are 
useful or not, they are going to be interesting. The 
editors of our trade papers are going to imitate 
the Indian chief posing in his most dignified man- 
ner with all the charm of a battered plug hat on 
the side of his head! ; 


“THE SALES MANAGER,” 
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Discounts Discriminating Against 


Buying Clubs Held Legal 





October 30, 1924 


U.S. Supreme Court Refuses Writ to Review Decision 
Favorable to National Biscuit Co— Cutlery 


WASHINGTON, Oct. 27, 1924. 

Y refusing an application for a 
B writ of certiorari presented by 

the Federal Trade Commission 
in its suit against the National Biscuit 
Co the United States Supreme Court 
has still further broadened the doc- 
trine laid down in the Mennen case 
to the general effect that a manufac- 
turer may grant quantity discounts to 
owners of chain stores while at the 
same time refusing such discounts to 
buying clubs or other cooperative or- 
ganizations of independent retailers. 
The decision in this case will dispose 
of this issue for all time in default 
of further legislation and furnishes an 
authoritative interpretation of the 
prohibitions of the Clayton Act against 
discriminations in prices and discounts 
among customers. ! 


Retail Associations Intervene 


An interesting feature of this case 
is the fact that the application for a 
writ of certiorari was supported by 
nine national associations of retail mer- 
chants who intervened as “friends of 
the court” including the National As- 
sociation of Retail Grocers, the Na- 
tional Retail Dry Goods Association, 
the National Association of Retail 
Clothiers, the National Retail Hard- 
ware Association, the National Associ- 
ation of Retail Druggists, the Ameri- 
can-National Retail Jewelers’ Associ- 
ation and the National Shoe Dealers 
Association. In urging the issuance 
of the writ of certiorari counsel for 
the intervening associations. stated 
that the aggregate membership there- 
of represented approximately 125,000 
stores employing about 900,000 persons 
and doing an annual volume of busi- 
ness of nearly nine billion dollars. 

The Federal Trade Commission in 
seeking a writ of certiorari to review 
the decree of the United States Circuit 
Court of Appeals for the Second Cir- 
cuit handed down last May in favor 
of the respondent corporation sought 
to obtain from the highest court a 
ruling as to whether the provisions 
of the Clayton Act and other statutes 
required manufacturers in arranging 
their discounts to treat all customers 
alike. Asserting that the National 
Biscuit Co. is arranging its discounts 
of 5, 10 and 15 per cent upon the 
volume of monthly purchases limited 


Industry Shows Big Gain 
By W. L. Crounse 


these benefits to the owners of one or 
more stores, including those operating 
chain stores, and refused them on pur- 
chases made by buying clubs or other 
associations or combinations of inde- 
pendent stores, the Commission con- 
tended that the owners of the large 
independent stores and the chains of 
small stores obtained undue advantage 
over small independent establishments. 


Chain Stores Can Undersell Small 
Dealers 


In many instances the chain stores, 
the Commission claimed, can sell at 
prices representing cost to the small 
dealer and still make a gross profit on 
the turnover of 15 per cent. Should 
the chain stores sell at cost for the 
purpose of exercising drastic competi- 
tion for the embarrassment of small 
rivals they could force a heavy loss 
upon the small dealers. 

In its brief, which presumably the 
Supreme Court accepts as the basis 
for its refusal to review the opinion 
of the Circuit Court of Appeals, it is 
declared that the case is “a mere 
private quarrel” arising out of the 
“complaint of a handful of dissatisfied 
retail grocers who sought to gain 
through the pooling device a quantity 
discount which they were unable to 
earn individually.” The complaint is 
not that competition is suppressed, the 
respondent points out, but that it is 
too keen. 

The complaining group, the re- 
spondent declares, seeks to have the 
United States compel their successful 
rivals “to slow up so that they may 
keep pace notwithstanding their in- 
ferior business success or ability.” On 
this point the Circuit Court of Ap- 
peals said: 


Cannot Set the Pace 


“It was never intended by Congress 
that the Trade Commission would have 
the duty and power to judge-what is 
too fast a pace for merchants to pro- 
ceed in business and to compel them to 
slow up. To do so would be to destroy 
all competition except that which is 
easy.” 

The respondent further points out 
that 68 retail grocers testified—and 
hundreds more were ready to testify— 
that they need no assistance from the 
Government in competing with chains. 
To compel the respondent corporation 





to sell to pools on the same basis as 
individual retailers would “tend to 
foster monopoly in these groups which 
by refusing to permit rival grocers to 
join the pool would create discrimi- 
nations in violation of the Clayton 
Act.” 

The respondents attack sharply cer- 
tain statements of fact made by the 
Federal Trade Commission as to its 
policy of granting discounts. In this 
connection the brief says: 

“The petition for the writ in this 
case seeks to convey the impression 
that the respondent sells its goods to 
chain stores, and also to retailers’ buy- 
ing exchanges, and charges different 
prices. Such is not the case. 


Refuses to Sell Buying Exchanges 
“Respondent, pursuant to its well 


established legal right, refuses to sell - 


to buying exchanges or any combina- 
tion of retailers existing for the pur- 
pose of quantity purchases. The trial 
examiner so found. 

“There being no sales, there can be 
no discrimination. The respondent 
does not refuse to sell to any retailer. 

“Any member of a pool or buying 
exchange may purchase respondent’s 
goods individually and receive the 
quantity discount earned, the same as 
any chain store. As the Commission 
itself finds, every grocer purchasing the 
modest minimum of $200 per month 
of respondent’s goods receives the same 
discount as the largest chain, and there 
are over 2500 one-store grocers each 
earning this maximum discount.” 

Much emphasis is put by the re- 
spondent upon the fact that the size 
of a corporation cannot make illegal 
a practice which hundreds of its 
smaller competitors indulge in. In this 
case the respondent is not accused of 
monopoly or of employing monopolistic 
methods; hence the fact that it does 
more business than any one of its 
rivals becomes wholly immaterial. 


Cutlery Production Gains Nearly 50 
Per Cent 


The production of cutlery and edge 
tools, not including silver and plated 
cutlery, as reported by the biennial 
census of 1923, was valued at $72,477,- 
013 as compared with $49,341,204 for 
1921, the last preceding census year. 
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At the Atlantic City Convention 


More Cooperation Needed by Manufacturers, 























Wholesalers and Retailers, Says Sprowl 


HE inter-dependence of the 

manufacturer, wholesaler and 

retailer and the need for 
greater cooperation in the three 
links of this chain of distribution 
were discussed before the conven- 
tion by George B. Sprowl, of the 
Pennsylvania and Atlantic Sea- 
board Association. 

The first link in the chain, said 
Mr. Sprowl, is the retailer. He 
is the bumper for the other links. 
Next is the wholesaler and the 
last is the manufacturer. In re- 
spect to the manufacturers, Mr. 
Sprowl urged greater efficiency 
in production. He pointed out 
that in many of the largest in- 
dustries as well as the smaller 
ones we find that production per 
man is very low, many reporting 
60 per cent, some 65, 70 and some 
as high as 80 per cent, but the 
average is very close to 66 2-3 per 
cent. This has resulted in three 
men doing the work formerly 
done by two and has added to 
wage costs. In most cases, he 
said, the wage cost is more than 
the cost of raw material. The 
responsibility for this unsatisfac- 
tory condition he attributed to 
owners and managers of indus- 
tries, and recommended that an- 
nual trips to Europe be aban- 
doned for two years, and that 
they apply themselves mare close- 
ly to business. Workmen, he 
said, should be required to pro- 
duce at the highest possible rate 
and improved machinery more 
generally used. 

“It should be the duty of our 
wholesalers,” Mr. Sprowl said, 
“to keep a well balanced stock at 
all times so that the retailer can 
get prompt shipments on all the 
goods he calls for. Too many 
wholesalers are carrying 75 per 


cent ‘stock which causes so many 
goods to be back ordered or can- 
celled or else direct shipment is 
made which causes the third link 
an unnecessary expense on these 
small direct shipments. 

“The average overhead of 
wholesalers is too high,’ Mr. 
Sprowl said, and stated “that 
consolidations would be in the in- 
terest of efficiency. One big job- 
bing house in a city is much bet- 
ter than three, four or five small 
ones. Many retail stores have 
from ten to fifteen diffrent .men 
travelling for different wholesale 
hardware houses calling on them. 
This is entirely unnecessary as 
hotel bills, railroad fares and 
wages are all very much higher 
which makes for a greater over- 
head. Instead of calling on each 
retailer every two weeks, it might 
be that once a month will be 
often enough, meanwhile the re- 
tailer can mail in his orders. 

“The average retailer needs to 
clean house also, cut out all dead 
wood and non producers and get 
back to a nearly 100 per cent real 
work as possible. THIS MEANS 
THAT THE BOSS MUST BE 
ON THE JOB MORE.” 


Mr. Carroll made the motion re- 
ferred to which was seconded and 
unanimously adopted. 

Major Foote stated that the depart- 
ment would immediately issue what is 
called a summary report which would 
cover the resolution and the recom- 
mendation which was presented and 
approved by the joint meeting yester- 
day afternoon; that along with the re- 
port would go an acceptance blank 
which he hoped would be signed and 
returned as soon as possible to the de- 
partment of commerce. 

Chairman Donlevy then called for the 
report of the Terne Plate Simplifica- 
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tion Committee, L. D. Brueckel, chair- 
man. 

Mr. Brueckel reported the following 
recommendations by the committee: 

“Under the present custom or usage, 
terne plate is made and sold in several 
weights or coatings—8, 12, 15, 20, 25, 
30, 35 and 40 pounds. After considera- 
tion it is their recommendation that the 
12 pound and 35 pound be eliminated 
from manufacture in the future, or 
better to say that they recommend that 
these coatings not be manufactured in 
the future because they serve no good 
purpose, and that such action would re- 
sult in the elimination of 275 sizes, 
leaving a balance of 936 still obtain- 
able.” 

This report was discussed at con- 
siderable length by the manufacturers 
of this product, but finally the recom- 
mendation was unanimously approved 
by vote. 

Chairman Donlevy referred to the 
action of the conference in regard to 
copper eaves trough conductor and ac- 
cessories. It was agreed by the metal 
branch to recommend that copper also 
be included in the report so that noth- 
ing lighter than 16 ounce copper should 
be used in the manufacture of eaves 
trough conductor and accessories, and 
that that should be added to the report 
adopted by the metal branch. 

After the close of the metal branch 
meeting a conference was held among 
the terne plate dealers, manufacturers 
and jobbers in regard to the thickness 
of terne plate for roofing purposes. 
After considerable discussion, Warren 
Carter made the following motion: 

That the manufacture of 12 pound 
and 35 pound coatings be eliminated 
and that no terne plate for roofing 
purposes be made of a base metal 
which is lighter in weight than “IC,” 
which is a term well understood. 

Thé motion was seconded and unani- 
mously adopted. 





New Bathroom Fixture Bulletin 


The Art Brass Co., Inc., 299 East 
134th Street, New York, N.Y., has 
issued San-O-La, sanitary bathroom 
fixture bulletin dated September, 1924. 
This includes illustrated descriptions 
of the company’s full line of San-O-La 
bathroom fixtures and one page de- 
voted to Artbrass door knockers. 





Economy Fuse Moves 
Minneapolis Branch 


The Minneapolis, Minn., office of the 
Economy Fuse and Manufacturing Co., 
Chicago, Ill., was moved to 1008 Mar- 
quette Avenue. This office serves the 
Twin Cities sales district. The com- 
pany manufactures the Economy re- 
newable fuses, which utilizes the Drop 
Out renewal! link. 
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At the Atlantic City Convention 
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Ackerman Urges Adoption of ‘“‘Made in 
U.S.A.” Slogan 


HE popularizing of the slogan 
“Made in U.S. A.,” was urged up- 
on manufacturers in the country by 

Carl W. Ackerman, in an address 

delivered before the American Hard- 

ware Manufacturers’ Association at 

Atlantic City. 

“In one day,” said Mr. Ackerman 
the greatest Zeppelin ever constructed 
arrived in the United States from Ger- 
many. On the same day $110,000,000 
are subscribed in a few minutes in New 
York to be sent to Germany. On the 
same day a corporation is organized 
in New York with a capital of $25,- 
000,000 dollars to rehabilitate German 
industry. This is only a drop in the 
bucket. It is the beginning of great 
exportation of capital from this coun- 
try to Germany and all European 
countries, for their rehabilitation and 
reconstruction. 

During the past few years I have 
travelled a great deal over Europe. I 
have lived two years in Germany. I 
wrote a book on Germany in 1917 giv- 


ing my reasons for believing that Ger- 
many would be a republic eight months 
before the Armistice. I think I know 
something about Germany and some- 
thing about Europe. I have felt all 
along that the Dawes Plan, or some 
such plan, was absolutely necessary for 
Europe as well as for the United 
States, both economically and socially, 
and I still feel that this is true. But 
I do not think for a moment that we 
should overlook the fact that the reason 
we can loan money today to Germany 
is because we are prosperous. If the 
United States were not a prosperous 
nation, we would not be in the position 
to loan money to Germany or any other 
country. 

It is due to our prosperity that we 
are in a position to help rehabilitate 
the European countries. 

So, in conclusion, the point I am 
coming to is this: The Dawes Plan 
was made in the U. S. A. The money 
which is going to make the Dawes 
Plan workable was made as a result 


of prosperity in the U.S. A. We are, 
as a people, generous and charitable. 
We want to do all we can for Europe, 
but we do not want to close our eyes 
to the fact that after we have helped 
Europe we don’t want to hamstring 
our own prosperity. 

The thought that I want to leave 
to you is this: Zed Roger’s day is a 
very important day in American and 
German industrial history. It means 
really the beginning of industrial 
rivalry and competition such as we 
have never had before. We cannot 
afford as a nation to do anything 
which is going to hurt our prosperity. 
Therefore, the final thought is this: If 
the Dawes Plan has been made in the 
U. S. A., and if prosperity in the U. S. 
A. is making possible the rehabilitation 
of Europe, then let us as business men 
do what we can to popularize the 
slogan: “Made in the U. S. A.,” and 
do it in the U. S. A. 





Economic Situation in France 
Improving, Says A. D. 
Graves 


Industrial France presents an en- 
couraging outlook, now that repara- 
tions payments are established upon a 
practical foundation, reports . 
Graves, vice-president, Pratt & Lam- 
bert, Inc., Buffalo, upon his recent re- 
turn from an extended European trip. 
Mr. Graves in company with his wife 
has spent the last two months abroad, 
combining business with pleasure, vis- 
iting the company foreign agents and 
observing European business trends. 
He visited England, Scotland, Germany, 
Switzerland and France. 





Changes in Devoe & Raynolds 
Personnel 


Believing that executive positions 
can be best filled from it’s own ranks, 
Devoe & Raynolds Co., New York, an- 
nounces the following changes in per- 
sonnel: 

Renshaw Smith, Jr., formerly man- 
ager of the New York branch is now 
manager of the Chicago branch. 

William Penn Mott, manager of the 
Philadelphia branch will be transferred 
to fill Mr. Smith’s place in New York 
on Dec. 1. 

C. B. Gage, who has been assistant 
branch manager in Boston since last 
February, will then become manager 
of the Philadelphia branch; while Nel- 
son Fitch of the New York sales force 
will take Mr. Gage’s place in. Boston. 

Ivor Kenway of the Philadelphia 


sales force will become C. B. Gage’s 
assistant in Philadelphia. 

Harry Burke of the New York sales 
force has been promoted to traveling 
sales manager, while W. W. McCand- 
less and C. P. Pietz have been added 
to the force to fill the gaps left by 
Burke and Fitch. 

W. N. Post and E. F. Devlin have 
completed successfully the rigid sales 
course given to new salesmen. Mr. 
Post has been assigned to the West- 
chester (N. Y.) territory, while Mr. 
Devlin will be a member of the Phila- 
delphia sales force. 





Xmas Selling Discussed ‘in 
“Royal Breezes” 


Many useful and valuable sugges- 
tions regarding Christmas selling plans 
and methods are contained in the latest 
issue of “Royal Breezes,” the house 
bulletin of The P. A. Geier Company 
of Cleveland, manufacturers of Royal 
Electric Cleaners, etc. 





Congoleum Co. Open New 
Offices in New York City 


The Congoleum Co., Philadelphia, 
Pa., which has recently been combined 
with Nairn Co., has leased spacious 
quarters in the Textile Bldg., 295 Fifth 
Avenue, New York City. Provision has 
heen made to display the complete line 
of Congoleum and Nairn floor cover- 
ings. Special facilities for the com- 
fort and convenience of visiting buyers 
have been included in the layout of this 
new Metropolitan office. Fred. 
Mueller, New York division manager, 
will be in charge. 





Virginia Retail Hdw. Assn. to 
Meet in Richmond, 
Feb. 10-12 


The Virginia Retail Hardware Asso- 
ciation, has issued a booklet giving 
floor plan, rates and other data perti- 
nent to its exhibit to be run in connec- 
tion with its sixth annual convention 
and exhibit, Richmond, Va., Feb. 10 to 
to 12, 1925. The Hotel Jefferson will 
be headquarters. The booklet gives 
full instructions regarding type of 
booths, dimensions and_ regulations. 
With the pamphlet is included a con- 


tract blank for space. 





Carpenter-Morton Club Meets 


The first fall dinner and meeting of 
the Carpenter-Morton Club, was held 
at Young’s Hotel, Boston Mass., Satur- 
day evening, Oct. 18—with thirty-six 
members present. Warren F. Hoye, 
president of the club, presided. 


George C. Morton, president of the 
Carpenter-Morton Co., Everett, Mass., 
addressed the members on the indus- 
trial trade side of the paint, varnish 
and enamel business. Walter G. Amb- 
rose, a club member, read a paper en- 
titled “Giving your best cooperation 
to Department Heads.” The rest of 
the evening was devoted to the discus- 
sion of matters of interest to the paint, 
varnish and enamel business. 

The November meeting of the club 
will be held in the new Boston Cham- 
ber of Commerce building, recently 
completed. 
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“Make 1925 Greatest Paint and Varnish Year.” 
Slogan Adopted at Convention of Industry 


4 ‘MI AKE 1925 the greatest paint 
and varnish year and double 
the industry ahead of that 

time” is the objective of the paint and 

varnish industry, as adopted at the joint 
conventions of the National Paint, Oil 
and Varnish Association, the National 

Association of Save the Surface Sales- 

men and the International Association 

of Master House Painters, held recent- 
ly at Atlantic City. 

One of the most forward steps taken 
by the industry in Atlantic City was 
the approval of the plan submitted by 
the Save the Surface Campaign to 
finance painting contracts through a 
deferred payment plan. 


Manufacturers Pledge Cooperation to 
Master Painters 


The importance of Master Painters’ 
Associations was given special recogni- 
tion by the manutacturers in Atlantic 
City as expressed in the following reso- 
lution which was unanimously adopted. 

WHEREAS, The International Asso- 
ciation of Master House Painters and 
Decorators is conducting a campaign to 
enlist every master painter as a mem- 
ber of the local Master Painters’ Asso- 
clation, and 

WHEREAS, The success of enlisting 
the master painters in any community 
to cooperate with other branches of the 
trade in a dull season sales drive 
depends on the local Master Painters’ 
Association representing the majority 
of master painters in that territory, 

THEREFORE BE IT RESOLVED, That 
manufacturers be urged to consider 
ways and means through théir house 
organs, their salesman, etc., to encour- 
age master painters to become mem- 
bers of the Master Painters’ Associa- 
tion in their territory. 


Report of Sub-Committtee of Coopera- 
tion with Financial Institutions 


In a report of the sub-committee, 
authorized on June 27, by the Executive 
Committee of the Save the Surface 
Campaign, for the purpose of investi- 
gating and stimulating interest of 
financial institutions in the important 
part paint and varnish play in property 
maintenance, specific ways and means 
of stimulating paint and varnish sales 
through the cooperation of financial in- 
— were recommended to the 
end: 

1. They give greater consideration 


to the condition of property when mak- 


ing appraisals. 


2. They include the idea of property. 


improvement as a savings appeal in 
their advertising copy and literature. 

3. The paint trade be able to secure 
greater credit by enabling painting 
contractors to discount contracts with 
property owners. 

The sub-committee consisted of E. V. 
Peters, chairman, B. J. Cassady and 
L. H. Schroeder. 


William G. Lahey, President of National 
Assn. of Save the Surface Salesmen 
William G. Lahey, president of the 

Travelers’ Association of Paint and 

Allied Trades of New Jersey, was 


elected president of the National Asso- 
ciation of Save the Surface Salesmen, 
at a meeting of the Board of Directors, 
held during the convention in Atlantic 
City. Mr. Lahey succeeds Willard 
Maston, who as retiring president, pre- 
sided at the luncheon meeting. 

Other members of the executive com- 
mittee are as follows: 

Regional Vice-Presidents — Nelson 
Parker, Parker-Preston & Co., Nor- 
wich, Conn.; Willard E. Maston, Eagle- 
Picher Lead Co., Philadelphia; T. F. 
Coffey, Boston Varnish Co., Cleveland, 
Ohio; J. B. Morrison, John Lucas & 
Co., Chicago, Ill.; Walter K. Hoffman, 
Pittsburgh Plate Glass Co., Kansas 
City; E. T. Jones, Minnesota Linseed 
Oil Paint Co., Minneapolis; R. D. 
Sullivan, American Paint Works, New 
Orleans; M. Schindler, National 
Lead Co., San Francisco, Cal. 

Other members are: A. H. Townsend, 
Berry Brothers, Detroit, president 
Detroit Club; Floyd E. Rich, Boston, 
president of the New England Club; 
Thomas P. Nolan, president of the New 
York Club. 


Advertising Managers’ Conference to 
Be Held in Pittsburgh Next June 


Following the meeting of the Execu- 
tive Committee of the Advertising 
Managers’ Conference, held for dinner, 
Monday evening, Oct. 20, Horace Fel- 
ton, chairman, announced that the An- 
nual Advertising Managers’ Confer- 
ence would be held June 2, 1925, in 
Pittsburgh, providing proper hotel ac- 
commodations could be secured. 

The tentative program for the meet- 
ing was arranged. One of the prin- 
cipal subjects will be an analysis of 
how the paint and varnish industry 
spends its advertising appropriations. 
Information will be gathered to show 
how much the industry is spending an- 
nually for newspaper advertising, in 
direct mail promotion for sales helps, 
such as color cards, agency signs, etc., 
and the amount spent on outdoor ad- 
ee and national magazine public- 
ity. . 


Sales Managers to Meet June 3 


Following a’Dinner Meeting of the 
Executive Committee of the Sales 
Managers’ Council, R. W. Lindsay, 
the chairman, announced that the An- 
nual Conference of Sales Managers 
will be held on June 3, probably in 
Pittsburgh. 

Acting on the instructions of the 
Detroit Sales Managers’ Conference, 
which requested that the Executive 
Committe find some means of making 
better merchants out of the retailers 
and their clerks, the Executive Commit- 
tee considered a plan to start on May 
1 a paint and varnish merchandising 
service for the benefit of retailers under 
the auspices of the Sales Managers’ 
group. It is nlanned to make this mer- 
chandising service comprehensive in 
scope, but limited to strictly non-com- 
petitive merchandising ideas, including 
perhaps such matters as store manage- 
ment, training of dealers’ clerks, 


stock display, store arrangement, etc. 

It will aim to get the retail outlets 
to utilize in an effective way the sales 
helps and suggestions offered by the 
individual manufacturers which the 
trade has recognized as one of its great- 
est problems. 


Addresses at Third Annual Save the 
Surface Dinner 


Ernest T. Trigg, chairman of the Save 
the Surface Campaign, in weicoming 
those who attended the third annual 
Save the Surface dinner at the Hotel 
Ambassador, Oct. 21, explained that 
the purpose of this annual dinner is to 
get together the chairmen of Save the 
Surface Committees from the various 
paint clubs throughout the country, 
and to have them meet the officers of the 
three National Associations and the 
members of the Save the Surface 
Executive Committee, and to learn 
from them ways and means of coop- 
erating with Save the Surface Cam- 
paign to secure the greatest benefit 
locally. 

Mr. Trigg thanked the members for 
the interest shown by their attendance 
and turned the meeting over to O. C. 
Harn, who presided. 

President Norris B. Gregg of the 
National Paint, Oil and Varnish Asso- 
ciation, the first speaker, took for his 
subject “My Observations of What the 
Save the Surface Campaign is Accom- 
plishing, as Viewed on My Visits 
Throughout the Country.” 

Chairman Harn next called upon 
William G. Lahey, newly elected presi- 
dent of the National Association of 
Save the Surface Salesmen, who spoke 
of the important part salesmen play as 
the contact between their firms and the 
distributors of their products. 

Horace Felton, chairman of the Ad- 
vertising Managers’ Group of the paint 
and varnish industry, said that at the 
next meeting of this group some time 
early in June of next year, they ex- 
pected to seriously consider the pro- 
motional. campaigns of the industry, 
and: to discuss methods which can be 
adopted to put the most into these cam- 
paigns and to get the most out of them. 

An appeal was made by Willard. E. 
Maston, retiring president of the Na- 
tional Association of Save the Surface 
Salesmen, that manufacturers and job- 
bers give more consideration to their 
salesmen and to take them more into 
their confidence as to the policy of their 
organization. 

The. newly elected president of the 
National Varnish Manufacturers’ Asso- 
ciation, S. B. Woodbridge, spoke en- 
thusiastically of the work which Save 
the Surface Campaign has been accom- 
plishing. 

D. A. Kohr, who was elected presi- 
dent of the Paint Manufacturers’ Asso- 
ciation of the United States, was also 
present and pledged his earnest co-— 
operation in furthering the activities 
of this great promotional work. 

Granville M. Breinig, chairman of the 
Clean-Up and Paint-Up Committee, al- 
so addressed the meeting. 
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Philadelphia Retailers Discuss Business 
Conditions 


A discussion of present business con- 
ditions and the outlook for the coming 
year, was a feature of the meeting of 
the Retail Hardware Association of 
Philadelphia, held recently in that city. 

Following the usual dinner, a report 
was made on the activities of the asso- 


ciation’s collection bureau, which it was | 


stated had collected $18,934 on 134 
dead accounts. 

In discussing present and future 
business conditions, Mr. Walter K. 
Hardt, vice-president of the Fourth 
Street National Bank, said, ““‘We have 
competition in our business and it is 
becoming more keen every day—we do 
not spend our time in swivel chairs— 
we are obliged to observe conditions in 
business just the same as you do.” He 
stated that following the late war the 
banks were not as a rule successful in 
trying to run business enterprises un- 
less it was under the management of 
one thoroughly familiar with its vari- 
ous details. He said, “We are not 
competent to run any man’s business, 
the average bank is very much out of 
line in trying to do so.” “Generally 
speaking, business is better—sentiment 
is better—the average man is more 
confident; business has taken a tre- 
mendous punishment since the reaction 
of i920.” Mr. Hardt went into con- 
siderable detail involving a_ general 
combination of interests to illustrate 
his points. Of the various lines of 
endeavor he referred to the rural dis- 
tricts and their general effect on the 








upward trend and said—‘“‘Agriculture 
shows a very bright spot, the Canadian 
and European crop is short and will 
help the farmer. There is a marked 
improvement in the foreign situation 
which was evinced in the changed 
sentiment shown toward the loan. The 
American business man was not will- 
ing to take a chance on the other side 
—but we are rapidly getting to a solu- 
tion of the problem even though just 
at present we cannot look to Europe 
to take care of our surplus.” He con- 
cluded his address with reference to the 
banking interests attitude toward com- 
mercial investments and gave some 
wholesome advice on buying and trade 
stabilization, which was confidential to 
the members present and _ incidently 
proved the value of attendance at these 
constructive meetings. 

J. G. Esmonde, chairman of the 
membership committee, reported the 
addition of four new members and at 
the same time cautioned the association 
against a new membership drive that 
might harm the organization in reduc- 
ing the present high standing of its 
personnel. 

President, Harry D. Kaiser was 
questioned relative to department store 
competition and replied that the de- 
partment store really helped the wide 
awake dealer by advertising goods that 
otherwise would rarely receive a call 
from the average customer in a retail 
store. 


aensuell 





Central W. Va. Dealers 
Meet in Shinnston 


Hardware dealers of the Central 
West Virginia Hardware Club, and 
their wives met at a supper, Oct. 15, 
at Shinnston Methodist Church, Shinns- 
ton, W. Va., to discuss plans for the 





1925 convention of the West Virginia | 


Hardware Association, which will be | 


held at Clarksburg, Jan. 21 to 23, 1925. | 


Supper was served for more than 100. 
The entertainment program was ar- 


ranged by chairman Walter B. Wilson, | 


E. R. Davis Co., and secretary, R. H. 


Johnson, Williams Hardware Co., both | 


of Clarksburg. | 
L. H. Gottschalk, Pittsburg Steel | 
Co., Pittsburgh, Pa., gave a talk on. 


wire products, urged closer cooperation | 


between manufacturers and dealers. 
Dick Dolan, Williams Hardware Co., 


rendered two solos in minstrel show | 


fashion. 
H. L. Collins, Walworth Mfg. Co., 


told the group of the history of the | 
In response to a mes- | 
sage from State Secretary, J. B. Car- | 
son, that the club meet with him on. 


Stilson wrench. 


Nov. 12, a vote was taken to determine 
a meeting place for that night. Salem 
was selected following the suggestion 
of Fred. D. Powell, Powell Hardware 
Co., that city. 





Pacific Coast Salesman Will 
Add New Lines 


Warner J. McRae, manufacturers 
representative, 320 Market Street, San 
Francisco, Calif., recently returned 
from Shanghai, China, where for the 





W. J. McRae 


past seven years be occupied the posi- 
tion of manager of the mechanical 
equipment and supply department of 
Anderson, Meyer & Co., Shanghai, 


P 


« 





said to be one of the largest American 
machine houses in the Orient. 

Previous to his residence in China, 
Mr. McRae represented the Sullivan 
Machinery Co., Chicago, Ill., in San 
Francisco. 

He now represents the Allen Mfg. 
Co., Hartford, Conn., American Twist 
Drill Co., Detroit, Mich.., Napier Metal 
Saw and Machine Co. Springfield, 
Mass., Bicknell-Thompson Co., Green- 
field, Mass., and the Thompson Electric 
Welding Co., Lynn, Mass. 

Mr. McRae is a graduate mechanical 
engineer of the University of Michigan, 
and is thoroughly familiar with small 
tools and factory problems as well as 
the Pacific coast sales territory. 

He desires to represent other manu- 
facturers of small tools and hardware 
lines on the Pacific coast. 





Report Soon on Shovel 
Simplification 


Joseph Smith, salesmanager Hub- 
bard & Co., Pittsburgh, chairman of 
the committee of shovel manufacturers 
working out in conjunction with the 
Department of Commerce, a reduction 
in the number of kinds and styles of 
shovels states that definite progress is 
being made and that the committee 
will soon issue a report. With fewer 
styles and sizes to find a sale for, it is 
Mr. Smith’s belief that the turnover 
will be much more rapid than is now 
possible with so many slow sellers 
among the styles and sizes now carried. 





Newark Wire Cloth Co. 
Opens New England Office 


The Newark Wire Cloth Co., New- 
ark, N. J., has established a New En- 
gland branch office at 66 Hamilton 
Street, Cambridge, Mass., with John 
G. Loring in charge. 

The company has recently completed 
a new factory in Newark on Verona 
Avenue. The new plant provides more 
than 30,000 sq. ft. of ground area. The 
company makes all varieties of wire 
cloth from a 4-in. space of heavy wire 
down to the very finest meshes of 325 
wires to the inch. 


San Francisco Jobber Moves 
to Larger Quarters 


For the second time in five years, 
Sloss & Brittain, wholesale hardware, 
has been forced to move to larger 
quarters. The firm has recently moved 
into its new building at Tenth and 
Howard Streets, San Francisco, Cal. 
The former office was at Mission and 
Beale Streets. 

The new building has been con- 
structed so that additional floors may 
be built if required. The firm now has 
twice the warehouse and office space 
that it formerly had and better general 
facilities for serving its customers. 
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W.P. Simpson Vice-President 
A. Baldwin & Co. 


Succeeds the late Adolph Katz 


W. P. Simpson, for many years con- 
nected with C. T. Patterson & Co. of 
New Orleans, La., and a past presi- 
dent of the Association of Commerce of 
that city, has recently been made vice- 
president of A. Baldwin & Co., whole- 
sale hardware, New Orleans, La., to 
fill the vacancy caused by the death of 
Adolph Katz. 

A. Baldwin & Co., which was estab- 
lished more than 100 years ago, has 
recently undertaken extensive altera- 
tions in its retail department with the 
view of increasing the efficiency of the 
organization. 

Other than Edgar M. Rea, who re- 
cently resigned as secretary-treasurer, 
the directorate remains the same as 
heretofore. Gustave B. Baldwin, is 
president; Waldo M. Pitkin, general 
manager; Claude B. Dunlap, manager 
of the retail department, and Cuthbert 
Baldwin, attorney. 








Davis Hardware Incorporates 


The Davis Hardware Co., El Paso, 
Tex., has been incorporated with $25,- 
000 capital stock and has taken over 
the kusiness of the Davis Hardware & 
Furniture Co. A new store has been 
opened at 204 Mills Street, opposite 
the Post Office and the store at Over- 
land and Oregon Streets will be op- 
erated as a branch establishment. The 
new store carries a complete line of 
shelf hardware, cooking utensils, build- 
ers’ hardware, aluminum and Pyrex 
ware, cutlery, stoves, electrical ap- 
pliances, etc. 

Ralph V. Davis, president of the 
company, received his early hardware 
training with the W. W. Woodruff 
Hardware Co., of Knoxville, Tenn. He 
removed to El Paso in 1909 and was for 
some time assistant to W. B. Gillespie, 
buyer for Krakauer, Zork & Moye, now 
the Krakauer-Zork Company. In 1913 
he was promoted to the sales depart- 
ment and traveled through New 
Mexico, West Texas and Arizona, until 
July, 1919, when he established the 
Davis Hardware & Furniture Co. 

Frank G. Davis, vice-president, is 
president of the Davis-George Mfg. 
Co. of Houston, Tex., manufacturer of 
sheet metal specialties. Harry A. Davis, 
second vice-president, who is actively 
engaged in the business, formerly man- 
aged a hardware store in Houston, 
Tex., about three years, and later was 
connected with Krakauer, Zork & Moye 
for some time. Joe M. Davis, also 
actively engaged, is assistant secretary 
and was also connected with the 
Krakauer-Zork Company until the 
formation of the new company. The 
three foregoing officials are brothers 
and sons of G. B. Davis, secretary and 
treasurer. G. B. Davis has had forty- 
four years experience in the hardware 
business, both wholesale and retail. 





Chauncey English Honored at Dinner 


ee 


New England Representative of Hardware Age Presented Loving 
Cup by Business Associates 


To commemorate his thirty years of 
faithful service with the Iron Age 
Publishing Co., Chauncey F. English, 
New England representative of Harp- 
WARE AGE, was presented with a silver 





Chauncey English 


loving cup at a surprise dinner at- 
tended by twenty-five of his associates 
at the Engineers’ Club, New York City, 
Oct. 17. Fritz J. Frank, president, 
Iron Age Publishing Co., was toast- 


master. George H. Griffiths, general 
manager of HARDWARE AGE, paid Mr. 
English a warm tribute as a friend and 
business associate, and told of the 
many friendships which Mr. English 


‘Cup presented to Mr. English 


enjoys among New England hardware 
men. 

_ Mr. English joined the selling staff 
in 1894, in the capacity of junior sales- 
man, in the Boston office of Iron Age. 





American Grinder Changes 
Sales Policy 


The American Grinder Mfg. Co., Mil- 
waukee, Wis., manufacturers of Black- 
hawk Wrenches and other lines, an- 
nounces the organization of its own 
sales force, under the direction of C. 
N. Jonas, who has joined the company 
in Milwaukee as sales manager. 

Heretofore the sale of American 
Grinder Mfg. Co. products has been 
handled exclusively by C. N. & F. W. 
Jonas, manufacturers, representatives. 
The growth of the Blackhawk Wrench 
business necessitated a change, and it 
was mutually agreed by all parties con- 
cerned, that the company’s own sales 
force would better serve the interests 
of the jobbing trade. 





_ Most of the salesmen, who were sell- 
ing the products handled by the C. N. 
& F. W. Jonas organization, have been 
employed by the American Grinder 
Mfg. Company and will sell the Black- 
hawk line exclusively. F. W. Jonas 
has joined the company as Western 
manager. 








| Hardware Robbery Averted 


Thanks to the observation of nearby 
druggists and the prompt arrival of 
police the hardware store of-L. W. 
Thompson, Woburn, Mass., was saved 
from what appeared to be intended 
robbery. Mr. Thompson is a past presi- 
dent of the New England Hardware 
Association. 


———— 














32 


HARDWARE AGE 


Hardware Markets Healthy— 
Fall Business Better— 
Collections Improved 


ETTER business is reported from the leading hardware 


market centers. 


Trading is showing consistent improve- 


ment each week. Fall business appears to already have 
reached a point nearly equal to the volume recorded for the same 


time last year. 


Factory shipments are unusually prompt. 


Col- 


lections have improved materially in all sections, and there ap- 
pears to be a minimum of bad debts. 

There are very few failures reported, and a very small number 
of new stores being started. There is also very little evidence 
of shopping with the result that prices generally are fairly firm. | 

It is generally conceded that hardware prices will be subjected 
to readjustment, and opinion is divided as to the nature of these 
adjustments. At press time it seems fair to say that the majority 
of those consulted do not look for important declines in the face 
of what they consider a firm and even rising material and labor 


market. 


- | 





Sales Improve in Northwest 


Sales in the Northwest territory are 
showing improvement. A gradual in- 
crease in the demand for all lines of 
merchandise is felt. The most favor- 
able factor is the attitude of the people, 
both toward present buying and for 
future sales. There is a more optimis- 
tic view on the part of the public, with 
oe in general showing up so 
well. 


Few Price Changes 
from Chicago 


A review of the price situation in 
the Chicago market shows that there 
were very few price changes, although 
it cannot be said that prices on all 
lines are firm. A marked improvement 
in sales is noted, both from the retail 
and wholesale standpoint. The outlook 
for business for the balance of the 
year appears favorable. Buying is still 
conservative, but orders appear to be 
coming in larger volume. 


Central West Dealers Buying 
Spring Merchandise 


Retailers in the Central West are 
buying spring merchandise quite 
liberally. The volume of business in 
staple lines is holding up well. While 
dealers are not acquiring large stocks 
of staple merchandise, they are placing 
fair sized orders. Cooler weather has 
stimulated business with Cleveland 
retailers. Prices generally are firm 
with advances on binder twine, rope 
and brass mill products. Sash weights 
and cap screws have declined. 





Pittsburgh Buys Frequently 
in Small Lots 


Hardware orders are numerous but 
not large, jobbers in the Pittsburgh 
area report. The orders run mainly 


to small lots and there has been no 





appreciable change in the retail buying 
policy of buying goods as _ needed. 
Sentiment appears to be quite cheerful. 
It is a common opinion that with the 
presidential election out of the way 
business will gain in volume. New 
prices on screen doors have appeared 
and show slight declines as compared 
with those of the previous season. An 
interesting change in the new lists is 
that no resale prices are suggested. 
High pressure automobile tires have 
been reduced by one large maker from 
10 cents to $1.25 each wrth shipments 
from Nov. 1 to carry a May 15, 1925, 
date. Tubes and balloon tires are not 
included in the reduction. Wholesale 
prices of sheet zinc have been advanced 
40 cents per 100-Ib., but local jobbers 
have not yet put this change into effect 
in jobbing quotations. Very little in- 
terest as yet is apparent in holiday 
aa Collections in this district are 
alr. 





Mill Supplies Active 
in Boston Market .; 


Mill supply jobbers in Boston report 
greater sales activities through the 
textile, machinery and boot and shoe 
industries, which are said to be show- 
ing steady improvement. Heavy hard- 
ware distributors are busy. General 
retail stocks are light. The general 
market tone appears optimistic. 





Silverware Plants Reported 
Running Full Time 


News reports from Meriden, Conn., 
indicate that the silverware plants in 
that city have been running full time 
to meet an ever increasing demand for 
silver table ware and hollow ware. 
With the holiday demand approaching 
the demand is expected to reach un- 
precedented volume. Government re- 
ports are said to show that silverware 
production for 1923 was 50 per cent 
greater than the output for 1921 in the 
city of Meriden alone. Production for 
the current year is said to be in line 
to surpass 1923. 
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Hardware Market Healthy 
New York Reports 


Business in the New York whole- 
sale hardware market appears to be 
in a healthy state. Dealers are buying 
consistently in small lots. Orders 
received by jobbers show a demand for 
assorted items. Pick-up business is 
moderate and there is little evidence of 
shopping, a fact which is said to con- 
tribute greatly to the elimination of 
price shading. 

Collections are said to be better to- 
day than they have been at any period 
in six months. Fall business is im- 
proving rapidly, and will, it is believed, 
be equal to or possibly better than, 
the fall business of last year. 





Continental Screen  An- 
nounces New Prices and 
Policies 


The Continental Screen Co., Detroit, 
Mich., announce in connection with re- 
duced prices on Continental screen 
goods changes in policy. Jobbers will 
be supplied with loose-leaf catalogs, 
showing just those patterns and styles 
which dealers in any respective terri- 
tory favor. The company has found 
that requirements in screen goods vary 
with localities, and this move is made 
as service to the jobber. 

Free distribution in Continental dis- 
tribution cars to 860 cities in prac- 
tically every state is made by the com- 
pany to save expense to the buyer. 
_In pricing screen doors, combina- 
tion doors and full size window screens 
the unit system has been used thrqugh- 
out the catalog. Pricing per each in- 
stead of per dozen is expected to clarify 
the costs to the buyer. The smaller 
items being bought more often in dozen 
lots will continue to have prices per 
dozen. In this latter classification we 
find window screens, Sherwood metal 
screens, knocked-down window screen 
frames and Continental ventilators. 

The Continental Screen Co., has is- 
sued a two-page trade letter covering 
these details fully. 





U. S. Dept. of Commerce 
Book on 1923 Business 


A wealth of information is contained 
in a 50-page pamphlet issued by the 
Chamber of Commerce of the United 
States, Washington. The figures relate 
to business done in 1923 in more than 
30 of the largest communities in the 
United States, and shows expenditures 
for various groups of commodities by 
families, for the cities and adjacent ter- 
ritories. The analysis distributes the 
population according to race, sex and 
age groups, shows the number of per- 
sons engaged in gainful occupations, 
the number of homes rented, as com- 
pared with those owned, and various 
other information. Much of the data, 
of course, came from reports of the 
United States Census Bureau, although 
the business figures were acquired 
from other sources. 
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cKINNEY HINGES are 


good to sell because 


your customer gets, for the 
same money, better workman- 
shipthan in the ordinary kinds. 


McKINNEY MANUFACTURING COMPANY 


PITTSBURGH PENNSYLVANIA 
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Retailers Buying Freely in Cleveland Market 


—~lmproving Demand for Seasonal Merchandise 


(Cleveland office of HARDWARE AGE) 
ARDWARE business on the whole continues good. 
H Jobbers’ orders are holding up to the volume of 
the past few weeks. Large retailers as a rule 
are buying quite freely although they are not stocking 
heavily. Reports from the country districts indicate tnat 


volume but steel goods are dragging. Retailers are buy- 
ing cutlery, glass baking ware and electrical kitchen 
equipment and some other lines for the holiday trade 
but the demand has not yet become very active. Local 
retailers report that with the cooler weather their sales 
have increased. Business in builders’ hardware is still 





business generally is fairly good although there are some 


rural districts in which it is slow. 


Quite a few lines of spring seasonal goods including 
lawn mowers, rope, poultry netting and wire cloth, paint 
and varnish brushes and garden hose are moving in good 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—The demand for tires con- 
tinues heavy and the recent price re- 
duction of from 5 to 10 per cent on 
high pressure pneumatic tires is ex- 
pected to stimulate spring buying. Now 
that prices are announced, jobbers are 
starting to book spring orders. With 
the approach of the winter season the 
demand for accessories has_ slowed 
down somewhat. 


We uote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $4.7 13; — jacks, No. 
1, $2.33; No. 2, $3. in lots of 12; 
Derf spark plugs, 96c. each for all 
sizes in lots of less than 50; Cham- 
nion X spark plugs, 45c. each for less 
than 100 and 41c. each for over 100; 
Champion regular, 53c. each for less 
than 100, all sizes; 50c. each for over 
100; Reliable jacks, No. 00, $1; No. 1, 
$1.25; Nos. 2 and 3, $1.75 


AXES.—These are in vether light de- 
mand at present. Prices are un- 
changed. 


Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted 
axes, handled, $19 per doz.; unhan- 
dled, $14.50 per doz.;: double bitted, 
handled, $24.50 per doz.: unhandled, 
$20 per doz. 


BINDER TWINE.—tThere has been a 
sharp advance in binder twine for early 
shipments. Jobbers are taking a good 
volume of orders for spring delivery 
subject to prices to be named later. 


Jobbers quote f.o.b. Cleveland for 
prompt shipment: 

Standard, first quality binder twine, 
$6.62%. per bale. White sisal, first 
quality binder twine, $6.62%. 


BOLTS AND NUTS.—Jobbers are 
holding to their recent advance in prices 
and manufacturers’ prices are firm. 
The demand is quite good. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
50 and 10 per cent off list; small rolled 
threads, 60 and 10 per cent off list: 
carriage bolts, large and small, cut 
threads, 50 and 5 per cent off list; 
stove bolts, 80 per cent off list: hot 
pressed nuts, $4 off list: small rivets, 
65 and 10 per cent off list. 


BRUSHES.—Sales for spring. ship- 
ment are very heavy and some distrib- 
utors have about completed covering 
their customers for that delivery. 
Prices for next spring are as low as 
those that prevailed iast spring with 
a guarantee against a decline. 


BRASS PRODUCTS.—-An advance of 
%c. per pound has been made on sheet 
brass, brass wire, rods and tubing. 

CAP SCREWS.—tThe market is very 


much upset because of low competitive 


good with Cleveland dealers. 


Prices generally are steady although a few changes 


prices that have resulted from keen 
competition among manufacturers. 


Jobbers quote f.o.b. Cleveland: 
Milled hexagon cap screws, 80, 10 
and 10 to 85 per cent off list. 


COASTER WAGONS.—tThese are mov- 
ing fairly well for the holiday trade and 
a good demand has also sprung up for 
Kiddie Kars. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 

Auto-Wheel coasters, rubber tired 
disc wheels; sizes 12 x 28, $5.50; size 
14 x 32, $6.43; size 14 x 34, $7.03; size 
16 x 38, $7.73; size 18 x 40, $8.33 each. 

Gendron line high grade rubber 
tires, size 14 x 32, 8-in., roller bearing 
disc wheels, $5.70; size 14 x 34, 10-in. 
disc wheels, $6.75; size 16 x 38, 10-in. 
disc wheels, $7.15; size 18 x 40, 10-in. 
disc wheels, $7. 55 each. 

Bowman All-steel line, size 13 x 
32%, No. 100 loose bearings, $4.50 
to $4.15, according to quantity; No. 
200, same with self-contained bear- 
ings, $4.75 to $4.40, according to 
quantity; No. 80, same with spoke 
wheels, steel tires, $4.50 to $4.15, ac- 
cording to quantity each, 

Sherwood Spring-Coasters, rubber- 
tired, ball bearing disc wheels, size 
4x 32 x 8, $9.55; size 14 x 34 x 10, 
$10.40; size 16 x 30 x 10, $11.55. Suess 
are list prices. Cleveland jobbers of- 
fer a discount of 33% per cent. 

American National Line.—Ameri- 
can Boy Red Express Wagon, No. 06, 
$8.65 per doz.; No. 02, $15.80 per doz.; 
No. 4, $32 per doz. Little Toto Coaster 
Wagon, roller bearing, double disc 
wheels, No. 38. $2.20 each; No. 40, 
$3.65 each. American Coaster, roller 
bearing wood wheels, steel tires, No. 
41, $5.40 each; No. 43, $6.40 each. Na- 
tional Flyer Coaster, roller bearing 
double disc wheels, No. 51, $5.70 each; 
No. 53, $6.90 each. 


CUTLERY.—The demand for silver- 
ware, shears and pocket knives has im- 
proved, as some buying has developed 
for the holiday trade. Jobbers have 
good stocks. 


GALVANIZED SHEETS.—Mill prices 
on sheets are somewhat irregular, but 
jobbers’ prices are unchanged. 


Jobbers quote f.o.b. Cleveland. No. 
28 galvanized sheets, $5.35. 


GARDEN HOSE.—Prices on garden 
hose have been apparently pretty well 
stabilized at the low prices recently 
adopted by some manufacturers. A 
good volume of orders are being taken 
for spring shipment. 


HANDLES.—The current demand is 
steady, but few orders are being taken 
for spring delivery. Prices are un- 
changed. 


Jobbers quote f.o.b. Cleveland: 

Axe Handles..—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 


are reported. Binder twine for prompt shipment, rope 
and brass mill products are up but sash weights and cap 
screws have declined. 


Hatchet and Hammer WHandies.— 

No. 1, 90c. per doz.; finest growth 
4 hickory, $1.50. 

Hay Fork Handles. — Straight, 
chucked and bored, XX, 4% ft., $3.75 
per doz.; 5 ft., $4. 50 per doz.:; bent, 
4% ft., $4.15 per doz.; 5 ft., $5.10 per 
doz. ; Xx. bent, 4% ft., $2.90 per doz.; 
5 ft., $3.20 per doz. 

Manure Fork Handles.—Bent, XX, 
4 ft., $3.90 per doz.; 4% ft., $4.25 per 
doz.; X, bent, 4 Es $2.80 per doz.; 
4% ft.. $2.90 per doz. 

Garden Hoe Mandiee-~XXK. 4% f 
30 per doz.; No. 1, 4% ft., $1.50 sae 
doz. 

saree Rake Handles.—XX, 6 ft., 
$6.25 per doz.; No. 1, $2.65 per doz. 

Sh Ba Handles. —Regular_ pattern 
XX, 4% ft., $5.90 per doz.; Eee 
ly 75> per doz.: D handle, $5. 60 per 
OZ. 

P Spade Handles.—xX grade, $5.40 per 

OZ. 


ICE SKATES.—While the demand for 
these has improved recently sales are 
still in moderate volume. 


Jobbers quote f.o.b. Cleveland: 

Union Hardware Co. polished screw 
clamp, No. 1624, 80c. each: same 
nickel plated, No. 1624%, ty 10 each: 
hockey screw clamp, No. 524%, $1.20 
each; same, nickel plated, No. 424%, 
$1.60 each; ladies’ hockey skates in 
corresponding grades, $1.45 and $1.85 
each. Alumo tubular skates, polished 
and finished with Goodyear welt shoe, 
$7.50: aluminum finished skates with 
McKay shoes, $5.50. These prices are 
for both hockey and racer skates and 
for both men and women. 


NAILS AND WIRE.—Prices are hold- 
ing at the quotations announced in our 
last report. The demand is fair, but as 
buyers can get good shipment they are 
not placing large orders. 


Jobbers quote as follows: 

Nails, less than car lots, stock ship- 
ment, $3.25 per keg: No. 9 galvanized 
wire, $3.50 per i100 Ib.; No. 9 annealed 
wire, $3.05 per 100 lb.; cement coated 
nails, $2.65 per 100 Ib.; polished fence 
staples, $3.70 per 100 lb.: galvanized 
fence staples, $3.95 per 100 lb. Mis- 
cellaneous nails and wire, brads, 70 
and 10 per cent off list. 

Barbed wire, 100 Ib. spools, galva- 
nized, $3.95; 80-rod spools, Lyman 4 
point cattle wire, $3.45; same hog 
wire, $3.70. American special, hog 
wire, $2.60. 


OVENS.—A fair volume of orders for 
ovens for spring shipment is being 
booked. 


Jobbers quote f.o.b. Cleveland: 

Boss ovens. No. 75 and 750, $2.95 
each; No. 755, $3. 50 each; No. 055, 
$2.70 each. 


PAINTS AND OILS.—The demand for 
mixing paints continues’ good, as 
weather conditions recently have been 
favorable for outside painting. Prices 
of turpentine and linseed oil have been 
advanced. 


Jobbers quote f.o.b. Cleveland: 
Turpentine in bbls., $1.06; less than 
bbls., $1.16 per gal. 


Reading matter continued on page 36 
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The Double Adjustment Feature 
Increases the Usefulness 


of R-W Vises 





R-W Vises may be operated in two ways. For quick adjustment, a 
slight turn of the handle will disengage the screw, so that the ribbed 
jaw may be instantly moved to any point and secured. Or the jaw 
may be moved on the screw like an ordinary vise. This patented, 
quick action feature permits fast, accurate work, while the optional 
adjustment broadens the usefulness of an R-W Vise. 


The R-W takes a firm, secure, dependable grip. No intricate 
mechanism to get out of order. Strong, durable and always on the 


job. 


Our Catalog A-32 illustrates and describes 
both R-W Vises and R-W Manual Training 
Benches. Write for it today. 
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Linseed oil in bbls., $1.11; less than 
bblis., $1.21. Boiled, 2c. extra per gal. 
in wood bbls. 

English Venetian Red, in bbls., 344c. 
per lb.; in 100-lb. kegs, 4%c. per Ib. 

White lead, in 100-lb. kegs, 14%c. 
per lb.; in 50-lb. and 25-lb. kegs, loc. 
per lb.; in 12%-lb. Kegs, 15%c. per 
lb.; in 500-lb. lots, 10 per cent dis- 
count; other prices are net. 


ROASTERS.—The demand for these 
for early shipment is fairly good. 
Prices are unchanged. 


Jobbers quote Savory roasters f.o.b. 
Cleveland: . 
o. 75 blued, $10.75 per doz.; No. 
200, blued, $14.40 per doz.; No. 11, 
blue enameled, $20.75 per doz.; No. 
41, blue enameled, $25.50 per doz.; No. 
13, magnolia enameled, $28.35 per 
doz.; No. 43, magnolia enameled, 
$36.75 per doz. 


ROLLER SKATES.—Jobbers are get- 
ting a good volume of orders for roller 
skates for spring shipment, but sales 
for early delivery are light. 

Jobbers quote f.o.b. Cleveland: 

Union ball bearing, extension roller 
skates, Nos. 4 and 5, $1.45; No. 6, 
$1.55; No. 3, children’s sidewalk 
skates, 78c. 

ROPE.—Prices have been advanced 
from 3c. to 4c. per lb. Rope is moving 
fairly well for spring shipment in spite 
of the present high prices. 

Jubbers quote f.o.b. Cleveland: 

Rope, best grade manila, 23c. from 
stock: 22%c. from mill; second. grade, 
2c. less. 

Sisal, 
mill. 

SASH WEIGHTS.—Prices on _ sash 
weights have declined $2.50 a ton. This 


17c. from stock; lic. from 
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reduction is attributéd to a weakness in 


the Cleveland market that is not gen- 
eral in other sections. 
Jobbers quote f.o.b. Cleveland: 
Standard sash weights, $42.50 per 


ton for shipment from foundry and 
$45.50 for shipment from stock. 


STOVES.—Stoves are more active than 
a few weeks ago. Gas and coal heating 
stoves and gas cooking stoves are mov- 
ing quite well. 


STOVE PIPE AND ELBOWS.—There 
is quite a little business still coming 
out in these items, although fall buying 
is pretty well over. 

Jobbers quote f.o.b. Cleveland: 


Stove pipe in crates of 25 joints, 
Security blued, 28 gage, 3 in., $3.35; 
Fe $3.50; 5 in., $3.80; 6 in., $4; 7 in., 


-00. 

Elbows, Security blued, corrugated, 
28 gage, 3 in., $1.15; 4 in., $1.25; 5 
in., $1.40; 6 in., $1.55; 7 in., $2.10; all 
per doz. 

Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
clesed with funnels, {6.50 per doz. 

Stove boards, Crystal, 33 in., $12.25 
per doz.; 30 in., $18 per doz.; 28 in., 
$15.50 per doz.; 26 in., $13.25 per doz. 

Crystal boards, wood lined, oblong 

shape, 20 x 30 in., $1 per doz.; 24 x 
36 in., $16.65 per doz.; 26 x 32 in., $16 
per doz. 
_ Crystal boards, paper lined, square 
Shape, 24 in., $6.65 per doz.; 26 in., 
$7.25 per doz.; 28 in., $8.10 per doz.; 
30 in., $9.65 per doz. 

Crystal stove boards, paper lined, 
oblong shape, 18 x 30 in., 0 per 
doz.; 20 x 30 in., $8.30 per doz.; 24 x 
36 in., $19 per doz.; 26 x 30 in., $10.50 
per doz.; 28 x 30 in., $10.75 per doz. 
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WINDOW GLASS.—The demand con- 
tinues heavy. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 

Window glass, all brackets, single 
A and B, 85 per cent off list; same 
double, 86 per cent off list. 

Single AA paper wrapped, 85 per 
cent off list; double AA paper 
wrapped, 85 per cent off list; lights, 
me paper wrapped, 85 per cent off 

st. 

Putty, pure, in 12%-lb. lots, $6.75 
per cwt.; in 20-lb. kegs, $6 per cwt.; 
in 100-lb. lots, $5.50 per cwt. Com- 
mercial grade, in 12%-lb. lots, $4.75 
per cwt., in 25-lb. lots, $4.25 per cwt.; 
in 100-lb.; 1ots, $3.75 per cwt. Glaziers’ 
points range from 20c. to 22c. per Ib. 


WIRE CLOTH AND POULTRY NET- 
TING.—These are moving fairly well 
for spring shipment. New prices re- 
cently announced are apparently being 
maintained. 


Jobbers quote f.o.b. Cleveland: 

Wire cloth, 12 mesh, black, $1.95 
per 100 sq. ft.; 12 mesh, galvanized, 
$2.50 per 100 sq. ft.; 14 mesh, $2.90 
per 100 sq. ft.; poultry netting 50 
per cent off list. 


WRENCHES.—The demand is fair and 
prices are steady and unchanged. 


Jobbers quote f.o.b. Cleveland: 

Trimo takes discount of 65 and 10 
per cent. Coes takes discount of 40 
and 10 per cent. 

Snap-On wrenches f.o.b. Pitts- 
burgh, No. 50, radio and electrical 
set, $4; No. 101, master service set, 
$15.25; No. 202 heavy duty set, $8.80; 
303, Ford master service set, 


$14.85; No. 404, flexible socket set, 
$8.75; No. 505B, screw driver blades, 
$3.46 No. 900 set, square socket, 
$3.70. All Snap-On wrenches less 40 


per cent f.o.b. Pittsburgh. 





An Aid to Those Who Sell 
or Use Belting 


r \ HE Boston Woven Hose and Rub- 
ber Co., Cambridge, Mass., has 
performed a meritorious service 

to the trade in the compilation of a 

book entitled Standards of Practice for 

Rubber Belting. 

This book contains a fund of infor- 
mation a merchant should have at his 
command in order to merchandise belt- 
ing intelligently, and the subject is 
handled in a manner which makes it 
easily understood by the dealer and his 
salesman. The first part of the book 
deals with the principles of rubber 
belting, telling in a clear understand- 
able way the function of belting, and 
how it should operate. It goes thor- 
oughly into the construction of rubber 
belting, showing how the fabric is 
built up one layer around another to 
form the plies. It further explains the 
shear of a belt and tells how to select 
the proper types for particular kinds 
of work. This section, in common with 
the rest of the book, is profusely illus- 
trated with photographs and drawings 
designed to make the text matter easy 
to understand. 

Another section deals with the appli- 
cation and care of rubber belting, and 
answers such questions as “What are 
the scentific principles of belting appli- 
cation? “What are the limitations of 
tension in practice?” “Which side of 
the belt should be slack and how slack?” 


“What is the practical rule of belting 


application?” “Is it necessary to stitch 
a belt?” “What fasteners should be 
used?” “What type of belt shall I use?” 


etc. 
This is followed by a chapter devoted 


to rules for belting practice, in which 
the reader is told how to determine 
horsepower, arc of contact, length of 
belt, width of belt to transmit a given 
horsepower, length of belt in a roll, etc. 

With this chapter are included sev- 
eral tables for practical use. One makes 
it easy to determine the horsepower a 
belt will transmit, knowing width, ply 
and speed; the width and plies of belt 
to transmit any horsepower; knowing 
horsepower and speed; the speed nec- 
essary to transmit any horsepower, 
knowing width, ply and horsepower. 
Another enables the reader to quickly 
ascertain the speed of a belt, the diam- 
eter of pulley necessary to obtain a 
certain belt speed, and the revolutions 
per minute of any diameter pulley nec- 
essary for a certain belt speed. 

These are only a few of the valuable 
features of the book which will be sent 
free to hardware dealers at their re- 
quest. 


Coaster Built Like Auto 


The Electric Furnace Co. Salem, 
Ohio, manufactures the electric coaster, 
which is said to be built “just like an 
automobile from start to finish.” The 
wagon is designed to withstand fifty 
times its own weight, is riveted to- 
gether, constructed of steel and hard- 
wood and the finish is high tempera- 
ture, oven-baked enamel. 

All-steel tubular shaft, body made of 
4%-in. solid hardwood, bed made of 
heavy gage steel channeled edges and 
reinforced steel bolsters are said to 
give this wagon unusual strength. The 
axles are of the removable divided type 
with forged heads, inclosed entirely in 
a steel housing. Heavy disc wheels, 


with 2%-in. long roller bearings, re- 
tained in wheels and lubricated by high 
pressure system, and hubs which can- 
not come off are added features. Over- 
sized tires of specially compounded rub- 
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ber are used. The body ends are made 
from heavy gage steel properly rein- 
forced. 

A special pressure grease gun forces 
grease directly into each roller bearing, 
which is another point in which the 
electric coaster is said to resemble auto 
practice. 


Fire Visits Bruske Hardware 


Co. 


The Bruske Hardware Co., Saginaw, 
Mich., suffered fire loss which was esti- 
mated to have approached $200,000. 
The company occupies two four-story 
buildings, the upper part of which were 
used as paint warerooms for a large 
paint manufacturer. 


Reading matter continued on page 38 
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Clean-up 


with 


Largest selling 
brand for 
30 Years e 






Jobbers! 


Most of you have known and handled 
Climax Wall Paper Cleaner for many years 
and you know that it has the call. 


New merchandising and advertising plans 
that you will want to take advantage of, are 
already set to make the Spring 1925 sales of 
Climax bigger than ever before. 


Our salesmen are now taking orders for 
January ist delivery—but they can’t be 
everywhere at once. 


Dealers! 


The merchandising of Climax Wall Paper 
Cleaner for spring means bigger profits for 
you. 


If you have never handled Climax Wall 
Paper Cleaner you have been overlooking 
something. 


Write for the 1925 proposition. It will in- 
terest you. 


THE CLIMAX CLEANER MFG. CO. 


The only exclusive manufacturers of wall paper cleaner in America 
CLEVELAND 


WEST 110th ST. 
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38 HARDWARE AGE 

Metropolitan Market Healthy— 
Fall Business Better— 
Collections Improved 


URRENT conditions in the New York hardware market, as 
Cc reported to a HARDWARE AGE reporter by Metropolitan dis- 
tributors, may be summarized as follows: 
1. General trading, while not rushing, is very healthy. 
2. Business is showing consistent improvement each week. 
3. Fall business is already at a point nearly equal to that of 
last year. 
4. Shipments from factories are very prompt. 
5. Pick-up business is moderate. 
6. There are very few failures recorded since the first of the 
year. Not enough to compute a percentage. 
7. Collections have improved materially, and there is a mini- 
mum of bad debts. 
8. There is little evidence of shopping, with the results that 
price shading is relatively unimportant in this market. 





No. 772, $2.44 each; No. 770, $3.09 


Garage Hardware Firmer each. 
Radio ‘“‘C”’ batteries, No. 771, 39c. 
Garage hardware is apparently firm- each. 
er with fewer reports of any shaded 
prices. Prices are steady and stocks Buck Saws Selling 
satisfactory. 
Jobbers’ quotations to retailers, Buck saws are particularly active 
f.0. b. ney mi x: sities aitinis inital in the New York market. The general 
ot he | i ad Rane mga ong 3 saw line as quoted in this item is sell- 


pr. ing well at this time. Prices are stead 
Garage Sets.—(Stanley 1776J). Lots & y 


of 6, $2.70 to $2.85 per set. and stocks fair. 
Garage Holders.—(1774J), $2. - Jobber’ quotations to retailers, 
ew 
Buck saws, 30-in. blade, No. 50, 
80c. each; No. 40, $1. 20 each; No. 


Axe Trade Good "saw bucks are being quoted at 54c. 
eacn. 

The general trade in axes is active. Two-man saws, plain tooth and 
The double bitted variety is moving | Champion tooth No, | ae, Tey 
well in the rural sections, and appears and 6 ft., $4 each. ' 
to be popular with the farm trade.| cyamoion toath’ 3 ft. $240 eaehe 
Stocks are adequate and prices firm. 3% ft., $2.80; 4 ft., $3.20; 4% ft., 

ee ' $3.60 each. 
Jobbers’ quotations to retailers, Narrow cross cut, plain tooth and 

ey Bp (Kelly), 2% to Champion tooth, 4% 

3 Ib., $19.25 per doz.; Connecticut ee d% ft. $2.48, and’ b ft., $2. 60 


patte rn, 2% to 3% Ib., $19.25 per doz. ; 
3% to 33% lb., $19.25 doz.; 3% to 
i 





Ib , $19.75 per doz.;: 4 to 5 Ib., $20.40 — ‘ 

> d x. Col bi tt , 3 t 
per d oz. 09 = lan pattern 13% R Slight Variance Noted on 
per doz.; 4% 5% Ib., $21.65 per Bolts and Nuts 


doz.; 5% ‘lb., $09. “25 per doz. Champion 


pattern, 3 to 4 Ib., $16.25 per doz. ; ‘ : 

31% to 4% Ib., $16.55 per Sos; ‘ to We quote a range of price on certain 

5 lb., $17.65 per doz.; 4% 5% : * . 

$18.25 per doz. 5% Ib., $19. by oor Gon. kinds of bolts and nuts in order to give 
New E ingiand pattern. ata ig 2%, the trade a complete guide on this item. 

to 3% Ib 19.60 per OZ.; to 

Ib. $30, . us ae: 6 $20, $5 jer Prices are expected to hold, and sales 

doz.; Jersey pattern, 3% to 3% are fairly active. 

$19.60 per doz.; 3% to 4% Ib., $20. 08 Jobbers’ quotations to retailers, 

per doz.; 4 to 5 lb., $21 per doz. f.o.b. New York: 


Bolts.—Common carriage bolts, all 
sizes, 35 to 35-10 per cent. 
Machine bolts, all sizes, 45 to 50 











. ~ S er cent. 
Radio Batteries Live Item "Lag ecraws, 45 to 60 per cont. 
: : . Stove bolts, 75 to 80 per cent; both 
Radio batteries continue to be very flat and round head 
active. The cool clear weather is said eo bolts, 75 to 75-10-5 per cent. 
. d " - ire bolts, 45 to 50 per cent. 
to have improved radio reception with Step bolts, 33% per cent. 

: Screw anchors, 75-10 per cent. 
the effect that batteries and tubes have ca eater dian S0" cae aunt. 
been moving for the last ten days. Machine bolt shields, 65 per cent. 
Stocks are fair. oe vary in different sections of 

e city. 
Jobbers’ quotations to _ retailers, Spring cotters, 30 per cent. 
f.o.b. New York: ; Copper rivets and burrs, 40 to 40-10 
Batteries, No. 6 dry cells, ignition per cent. 
type, 26 to 29c. each. : Round head iron rivets, 60-5 per 
Radio “B” batteries, unit package cent: Tinners’ rivets, black and tin, 
quantities, No. 766, $1.30 each; No. 60-10 per cent. 
764, $1.14 each; No. 767, $2.44 each; Cap screws, 80-10 per cent. 


Reading matter continued on page 40 
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Jobbers Receiving Orders on 
Game Traps 


Jobbers are receiving inquiries and 
fair orders for game traps. Retailers 
report that activity in this line is be- 


ginning. Prices are steady, stocks ade- 


quate and jobbers believe that trade 
will be active as this is a big season 
for traps. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Game traps, Victor, with chain, 
0. 0, $1.10 per doz.; No. 1, $1.38 per 
doz.; No. 1%, $2.44 per doz.; No. 2, 
$3.36 per doz.; No. 3, $5.49 per doz. 
Jump traps, Oneida, with chain, 
0, $1.59 per doz.; No. 83 
per doz.; No. 1%, $2. 81 per doz. ; 
— 2, $4. 39 per doz.; No. 3, $6.10 per 
OZ. 


Z 
9 





Lanterns Seasonable 


Lanterns are a seasonal line, and job- 
bers are receiving some orders at this 
time. Stocks are apparently ample, 
and prices are not expected to change. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Lanterns, Hy Lo, $8 per doz.; Mon- 
arch, $8 per doz.; Blizzard No. 2, $13 
per doz.; Little Wizard, $8.50 per 
doz.; De Lite No. 2, $13 per doz.; 
Buck Eye Dash, $14 per doz. 





Scoops Are Active 


Scoops are fairly active at this time 
with prices firm. Stocks appear ade- 
quate. 


Jobbers’ quotations to retailers, 
f.o.b. New or 

In bundle lots these prices take a 
discount of 5 per cent. Bundles ne 
tain 6 scoops. 

Ames Polished Scoop — No. 3, 
=. + per 7: No. 4, $20. 05 per doz. : : 

$20.75 per doz. ; ; No. 6, $21.35 
— +, 

Sanderson ee Scoops.—No. 3, 
$17. 7 per doz.; $18.35 per doz.; 
am Ss , $19 per Fai NS. 6, $19.70 per 

Oz. 

Scoops, hollow back, black (some- 
times called third , Brade), No. 3, 
$15.65 per doz.; No. 4, $16.20 per doz.: : 
No. 5, $16.70 per } Ry and No. 6, 
$17.25 per doz. 

Scoops, riveted back, polished 
(fourth grade), No. 3, $15.35 per doz.; 
No. 4, $15.75 per doz.; No. 5, $16.20 
per doz.; No. 6, $16.70 per doz. 


Stove Goods Improving 


Stove goods are beginning to move 
forward. Jobbers feel that a continua- 
tion of the present cool weather should 
improve sales. There is considerable 
interest being shown, but there is a 
feeling among distributors that there 
should be a heavier volume of business. 
They feel that when this trade starts 
it will be unusually heavy. 


Jobbers’ quotations to _ retailers 
f.0o.b. New York: 

Dampers, 4%-in., 10c. each; 5-in., 
10c. each; 5%-in., lle. each; 6-in., 
12c. each; 7-in., 18c. each. 

Stove pipe elbows, 4%-in., 13c. 
each; 5-in., 14c. each; 5%-in., '1616c. 
each; 6-in., 18c. each. 

Stove lifters, l-in., 6c. each; 2-in., 
7c. each. 

Stove pipe collars, 4-in., 3c. each; 
4%-in., 4c. each; 5-in., 4%c. each; 
5Y%-in., 5c. each; 6-in., 5%c. each. 

Stove boards, 24 x "24, $7 .90 per 
doz.: 26 x 26, $8. 55 per doz.; 28 x 28, 
$9.60 per doz.:; 30 x 30, $11. 40 per doz.; 
32 x 32, $13. 45 per doz. ; ; 35 x 35, $16. 75 
per doz.: 30 x 36, $15.40 per doz. : 40 
x 42, $19.05 per doz. 

Pokers, 4% x 20 straight, 6%4c. each; 
% x 20 bent, 64%4c. each; Neverbreak, 
19%c. each. 

Ash sifters, rotary type, $2.10 each. 

Moore’s handy truck, $2.25 each. 








Se De ie og. aa 


eh EES, Wie See see 
pees eid Pauses e tests 2 


October 30, 1924 


HARDWARE AGE 


39 









































The live hardware 
dealer says: 


ZS 














fs 
b's Aes 





— 


“Tf Once 0 Is Nothing 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 


Makers of these famous 
brands of Garden Hose 
BULL DOG, 
GOOD LUCK 
and MILO 
Also 
Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 


‘‘twice 0 must be something be- 
cause it is twice what once 0 was. 


“This old arithmetic muddle must 
still exist in the minds of those 
merchants who think that big 
volume will make up for very low 
profit. Many of my friends are not 
making as much money on Garden 
Hose as ] am. 


“They couldn’t have my showing at 
the end of the season if they sold 
enough to make Sahara a swamp. 
On my advertised brands of Bull 
Dog, Good Luck and Milo, I make 
a splendid profit on every foot, and 
the volume takes care of itself.’’ 























40 
“Nail Market Sfeadiet 


The New York nail market appears 
to be firmer this week and there is 
practically no report of any serious 
price shading. The demand continues 
to be good and stocks are apparently 
sufficient for current consumption. 


A gg se cme to retailers, 
f.o.b. 

Nails.—Wire nails, $3.50 to $3.65 
base per keg. 

Cut nails, Be base per keg. 

Wire nails and brads, in small lots, 
70-10 per cent off list, in 1-lb. papers. 

Roofing nails, 1 x 11, plain, $5 to 
$5.15 per 100 Ib. : galvanized, $8.05 to 
$8.25 per 100 

American telt roofing nails, Ry x 
10%, plain, $6.50 per case. Galvan- 
ized, $10.25 per keg. 


Snow Goods Stocks Light 


A few sales have been reported for 
snow goods in the New York market. 
Stocks are light, and it is believed that 
a heavy snow storm in November or 
December would make snow shovels 
and pushers impossible to obtain. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Snow + M+ ~y long handle steel, 
$4.50 per doz.; D handle, $5 per doz.; 
Ames, $9.35 per doz.; boys’ snow 
shovels, $2.28 per doz.; galvanized, 
$12.65 per doz. 

Snow pushers, 18-in., $11.40 per 
doz.; snow pushers, large type, 31 
x 12-in. blade, $2.75 each; 24-in., $1 
per doz. 

Snow pushers, curved steel sane, 
12 x 18 in., $11.40 per doz.; 12 x 24 me 
$16 to $19. 20 per doz. 

Snow pushers, asphalt type, 
steel blade, 31 x 12 in., 5-ft. 
$2.75 to $3.15 each. 


heavy 
handle, 


Twine Prices Advance 
Slightly 

Twine prices advanced 1 cent with 
the market firm and active. It is re- 
ported that jobbers are showing an in- 
clination to stock twine in preparation 
for the probable holiday rush. Raw 
material is not plentiful, and the prac- 
tice of taking some seems to meet with 
general approval. Rope is moving 
along fairly well with the shipping 
demand about normal, and the build- 
ing requirements running a little 
lighter. 


Jobbers’ 
f.o.b. 


quotations to. retailers, 
New York: 

Rope, No. 1 
brands, 23c. 
standard brands, 2lc. 
sisal standard brands, 
No. 2 sisal standard 
per Ib. 

Twine, 3-ply wrapping twine, 
1, 23c. per ib.; No. 2, 2Zlc. per 

India hemp ‘twine, No. 8, 16c. 
lb.;: BB twine, fine ‘dark, 321bc, 
lb.: fine light, 24c. per Ib. 


standard 
Manila 
per lb.; No. 1 
18c. per Ib.; 
brands, lic. 


No. 
lb. ; 
per 
per 


Manila 
per Ib.; No. 2 





Screw Prices Expected 


to Hold in N. Y. 


New York jobbers believe that screw 
prices as quoted this week will hold for 
some time. There is a fairly consistent 
demand, and stocks are satisfactory. 


Jobbers’ uotations to. retailers, 
f.o.b. New ork: 

Screws, flat head, steel machine 
screws, 70-10 per cent. 


Round head, steel machine screws, 
70-10 per cent. 

Flat head brass machine screws, 
65-10 per cent. 


HARDWARE AGE 


Round flead Brass machine screws, 
65-10 per cent. 

Flat head steel wood screws, bright, 
full packages, 75-20-10 per cent to 
75-20-10-5 per cent. 

Galvanized iron, 60-20-10 per cent. 

Flat head brass, 70-20-10 per cent. 

‘re head blued, 7244-20-10 per 
ce 

i head, nickel plated, 6214-20- 
10 per cent. 

Round head brass, 67%-20-10 per 
cent 

Prices vary in different sections of 
the city 





Weather Strip Steady 


There is a steady, though not ex- 
cessively heavy trade in weather strip. 
Prices are firm, stocks are ample and 
dealers are placing fairly good re- 
orders. 


Jobbers’ 
f.o.b. New 

Weather Strips.—Double edge, 60- 
10 per cent; special, extra quality, 
40-10 per cent; flexible, all rubber, 
60-5 per cent. 

Wood and rubber, No. 0, $18; = 
1, $18; No. 1%, $25.50; No. 2, $29; 
4. $36: No. 7 $43. 50, all per 1000 3 

Flexible rubber strip, No. 8, $1.90; 
No. 9, $2.30; No. 10, $3.05; No. 11, 
$3. 80, ‘all per 100 ft. 


“rene to retailers, 


Metallic, No. 38, $2.15; No. 39, $2.55; 
No. 40, $2. 90, all per 100 ft. 

Felt, No. 18, $2.15; No. 19, $2.75; 
No. 20, $3.15, all per 100 ft. 

Wirt’s, 500 ft. on reel, 5c. a ft. 
This is a new line. 


Prepared Solder Active 


Prepared solder is particularly 
active. Bar and strip solder are fairly 
lively at a cent higher price. Prepared 


solder has been shaded 1 cent in this 
market. 
Jobbers’ quotations to. retailers, 
f.o.b. New York: 


Bar solder (half and half), 38c. per 
lb.; strip solder, 44c. per lb.; Kester 
solder, acid or rosin core, 61%4c. per 
lb. 


Roller Skate Stocks Are 
Broken 


Roller skate stocks are pretty well 
broken. The demand is still very heavy. 
due, it is thought, to the attractive 
prices which are quoted. 


Jobbers’ quotations 
f.o.b. New or 

Roller skates for boys, $1.42 per 
pr.; for girls, $1.52 ee Ee pr. 


to retailers, 


Roofing Paper Demand Good 


There has been a very good demand 
for roofing paper at firm prices. Stocks 
appear ample, and it is thought that 
good trade will continue for a time. 


Jobbers’ quotations to retailers, 

f.o.b. New ork: 

Roofing paper, No. 1, $1.15 per ty) 
No. 2, $1.40 per roll, and No. 3, $1.6 
per roll. 
ote felt, $1.89 per roll: Slaters’ felt, 


per roll. 
Sheathing paper, 20-Ib. rolls, 6lc. 
per roll; 25-lb. rolls, 77c. per roll. 
Sidewalk Cleaners Slow 
Sidewalk cleaners are in the same 
position as snow goods. A few orders 
have been placed, prices are firm and 


stocks light. 


Jobbers’ 
.o.b. New 


Tx cleaners, No. 24, $4 per 


quotations to retailers, 





i 


doz.; No. , $5. . “a doz.; No. 27, 
$8 per core "No. , $9.50 per doz. 
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Sash Cord Stocks joy Geir i- 
Sales Good 


There is a difference of opinion 
among New York jobbers as to the 
nature of future sash cord price ten- 
dencies. At the present time quota- 
tions on this item have been governed 
very largely by the cotton crop market 
Sales are good. Stocks fair. 


Jobbers’ eetens to retailers, 
f.o.b. New 

Sash cord, Phenix brand, No. 7, 
or lb., base; No. 8, 46c. per Ib., 


5 cord, Etna brand, No. 7, 40c. 
per Ib., base; No. 8, 39c. per Ib., base. 

Prices vary in different. parts ‘of the 
city, according to quality and brand 

Sachem No. 8, 43%c. per Ib. base. 





Ventilators Fairly Active 


Jobbers are receiving fairly zood 
orders on cloth window ventilators, 
which are selling at firm prices. Stocks 
are fair. 

Jobbers’ uotations to 

f.o.b. New Yor 

Cloth window ventilators, No. 923, 
$3.75; No. $4.25; No. 947 7, $5.65; 

No. 959, $6.25: No. 1537, $5.65; No. 
1549, 37 '20, all per doz. 


retailers, 


Retailers Considering 
Xmas Sled Requirements 


A few retailers are giving con- 
sideration to their Christmas require- 
ments on sleds. Wholesale stocks are 
not heavy, and it is a general belief 
that the holiday business may cause a 
shortage. 


Jobbers’ os to retailers, 
f.o.b. New 

Flexible flyers, No. 1, $2.67 each; 

o. 2, $3.33 each; No. 3, $4.17 each: 
No. 4, $4.67 each; No. 5, $6.17 each; 


Junior racer, $3. 67 each; racer, $4. 50 


each 
Fire Fly, No. 9, $1.42 each; No. 10, 


$1.71 each; No. it $2.14 each; No. 12, 
$2.34 each; racer, $2.51 each. 
Sled backs, 75c. each. 


Stormtight Is Active 
at Firm Prices 


Stormtight is very active in the local 
market. Prices are not expected to 
change; stocks appear adequate for 
current requirements. 


Jobbers’ quotations 
f.o.b. New York: 

Liquid Stormtight, 
black, $1.90 per gal.; 


to retailers, 


5-gal. cans, 
maroon, $2.40 
red and green, $3.40 per 
. can, black, $2 per gal.; 
maroon, $2.50; red and black, $3. 50. 
Plastic Stormtight, 5-lb. cans, 
black, 22c. per lb.; maroon, 27c. per 
lb.; red and green, 37c. per lb.; 1-Ib. 
cans, black, 25c. per Ilb.; maroon, 
30c. per can; red and green, 40c. per 
can. Discount 33144 per cent off list. 


Carpet Sweepers Selling 


Jobbers are selling carpet sweepers 
in a fairly good quantity, and are urg- 
ing dealers to consider their holiday 
requirements now. This is always an 
active item at Christmas time. 


tg . to retailers, 
f.o.b. 
Carpet. ” sunnaaee. Standard, ja- 


panned, $3 each; Universal, japanned, 
$3.50 each; Grand Rapids, japanned, 
$3.67 each; Grand Rapids, nickeled, 
$4 each; American Queen, $4.50 each; 
Princess, $4.16 each. 


Reading matter continued on page 42 
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BRONZE METAL PADLOCK 


No. 158 
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A new type con- 
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struction which 
offers great se- 
curity at only 


moderate cost. 


STRONG 
HEAVY 
DURABLE 
RUSTLESS 





Nickel Silver 
Coined Keys 





No. 158 


2 Inches Across Case 
6% Ibs. to a Dozen 


Retails for About $2.00 


























One of a hun- 
dred types from a 
line that covers 








practically every Pioneers and leaders in the introduction of 
PADLOCK re- effective displays and many live-wire spe- 
| quirement. cialties. 























—A\ SUN UIAGER Rarduare Oo., inc. 


LANCASTER, PA., U.S.A. 
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Cheerful Outlook in Pittsburgh Market— 


Consistent Demand for Staple Lines 


(Pittsburgh office of HARDWARE AGE) 


RATHER cheerful feeling prevails in Pittsburgh 
hardware trade circles, and there is a pretty com- 
mon belief that with the election behind us there 

will be a definite forward movement in business. Already 
several jobbers have noted a gain in the number of orders 
although no appreciable increase in the individual orders. 
If orders were as large as they were numerous, everyone 
would be happy. Retailers, however, are pursuing a con- 
servative course and showing no disposition to stock up 
in advance of their known or actual requirements. In- 
terest in holiday goods has not yet developed to any no- 
ticeable extent. Jobbers rather expect that when there is 
a demand it will come with a rush and make it difficult 
for them to meet it satisfactorily. Two or three more 
periods of low temperature have served as a reminder 
of the proximity of winter and to sustain the demands for 
heating appliances, but as yet there has been no real 
movement in the winter automobile accessories such as 
tire chains, robes, radiator covers and alcohol. - Collections 
are just fair in this district. Important price changes of 
the week include a reduction in high pressure automobile 
tires and new prices on screen doors which show slight 
declines as compared with former quotations. 

Members of the hardware trade who were in attendance 
at the Atlantic City convention have returned to the city 
with a good deal of optimism as to the future prospects 


AUTOMOBILE ACCESS ORIES.— 


There is not much activity in this line. 4c. off list; 


cut threads 50 per cent off list; nuts, 
hot-pressed blank or tapped 3. 50c. to 
c.p.c. and t. 


of the trade and there are many favorable comments upon 
the work of simplification that reached fruition at the 
convention. Leading local jobbers have long felt that too 
much dead stock has had to be carried and feel that the 
simplification movement is going to be a very helpful 
development. 

The iron and steel situation is passing through its usual 
pre-election lull and generally presents little in the way 
of new or interesting developments. Steel business is 
running at about the same rate as in September and steel 
plant operations are running along at about the same gait 
as last month. Few price changes of importance are 
noted but the general undertone of the market is soft 
because there is not enough business to get the industry 
of the country a reasonably economical operation and to 
secure one, manufacturers in various parts of the country 
still are making prices attractive to buyers. Passing of 
the Pittsburgh plus. method of quoting finished steel prod- 
ucts no longer is the occasion for much disturbance. Man- 
ufacturers are meeting conditions created by the new 
order of affairs by freight equalizations and, while this 
means a reduction of profits practically to the vanishing 
point and in some instances an actual loss, it is figured 
to be the better policy to hold old-time customers at least 
until they are able to find new ones so located as to permit 
of more profitable arrangements. 


vance in the wholesale price of sheet 


blank or zine which is now quoted at 10.25c. 


It probably will take a spell of real 
winter weather to stimulate demands 
for accessories seasonable for that time 
of the year. One maker of automobile 
tires has reduced prices on high pres- 
sure tires, effective Oct. 22, from 10c. 
to $1.25 each and is getting a May 15 
dating on shipments made after Nov. 1. 
Prices of tubes and balloon tires are 
not included in the reduction. Prices of 
other accessories are unchanged. 


BICYCLES.—Although this is not the 
season of the year for a good demand 
there is usually some demand for buy- 
ing for a Christmas trade, but so far 
local jobbers have not found much buy- 
ing even for that season. 


BOLTS, NUTS AND RIVETS.—There 
is no special change in the situation. 
Jobbers are confronted with higher re- 
placement costs but are not reflecting 
that in their present selling prices, 
probably because demands upon them 
are not heavy, while there is some 
doubt that manufacturers will be able 
to maintain their prices. 


We quote out of jobbers’ 
as follows: 


Machine bolts, small rolled threads, 
60 per cent off list; all sizes cut 
threads, 50 and 10 per cent off list; 
carriage bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 


stocks 


tapped, 3. 50c. off list; rivets, small 
wagon and tinners, 60 and 10 per 
cent off list. 


CONDUCTOR PIPE.—Open weather is 
favorable to installations, and local 
jobbers still are doing well in point of 
sales. No. 29 gage, 3-in. pipe is quoted 
at $4.80 per 100 ft. out of jobbers’ 
stocks. 


PAINTS AND VARNISHES.—Further 
advance of 5c. a gal. is noted in linseed 
oil, but other items are holding at re- 
cent prices. Demand for paint still is 
reported as brisk. 


Prices to retailers: 

Ready mixed paints, best grades, 
$2.85 per gal.; lower grade, $2.25; 
white lead, 14. 75e. per Ib. in 100-Ib. 
lots; 10 per cent less in lots of 500 
lb. or more and an extra 5 per cent 
less for lots of a ton or more; tur- 
pentine, $1.03 per gail. in barrel lots; 
— oil, $1.17 per gal. in barrel 
ots. 


SCREEN DOORS.—New prices have 
been issued and are slightly lower than 
those of last week. An interesting fea- 
ture is that the price announcements 
make no reference to resale prices. 

SHEET METAL.—Sheet copper is %c. 
per lb. higher in keeping with the ad- 
vance in the primary market. Jobbers 
now are quoting 20%c. per lb. on mill 
shipments and 21%c. per lb. out of 


warehouse. There has been an ad- 


/ 


base per lb. The local jobbing price, 
however, remains 10.85c. in casks and 
11.85c. in loose sheets. 


SHEET STEEL.—A good business still 
is reported out of warehouse with prices 


holding at recent levels, 

Prices out of Pittsburgh jobbers’ 
stocks: Galvanized flat, No. 28 gage, 
$5.60 base, per 100 Ib.; corrugated 
No. 28 gage, 2% in., $4.80 per square, 
in lots of 1 to 9 bundles; one-pass 
cold rolled black, No. 28 gage, $4.50, 
base, per 100 Ib. 


SHOVELS.—It is the report of both 
manufacturers and jobbers that busi- 
ness is better than it was over the mid- 
dle of the year, although the claim is 
not yet made that it is good. Prices 
are reasonably steady. 

WIRE PRODUCTS.—Fairly good de- 
mand is noted for nails, but jobbers 
are not moving much fence or fence 


material. Local prices are without 
change. 
Jobbers quote retail trade from 
stocks as follo 


ows 

Wire nails, $3. 10 to $3.15 base, per 
keg; galvanized, 2-point cattle wire, 
$3.09 per spool; galvanized, 2-point 
hog wire, $3.30 per spool; 
4-point cattle wire, $3.30 per spool; 
—— 4-point hog wire, $3.57 
per spool; No. 9 annealed fence wire, 
$2.85 “per 100 1lb.; No. 9 galvanized 
fence wire, $3.30 per 100 1lb.; woven 
wire fence, 7 bar, 26-in. No. 11 gage, 
$27.12 per 100 rods; same size, all No. 
9 gage, $36.14. 


galvanized 








The wise merchant will spend more time studying and analyzing his inventory 
than he does in taking it—Llew S. Soule. 
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With Blades That Look Like Sifver 
a COMMUNITY 


PLATE 


il De Luxe Stainless Kutves 


STAINLESS blades of rare beauty 
that gleam like polished silver—blades 
that have keener cutting edges — that 
are more impervious to rust, stains 
and tarnish— Community De Luxe. 


Hence these stainless knives take the 
place of ordinary steel knives for every 
occasion. They are utility knives, not 
merely for dinner use. 


And the silver finish is part of the 
blade itself. Its lustre never dims, even 
with frequent sharpening. 


These are the knives that women 
must have to complete their sets of 
Community Plate. All the famous 
Community patterns are now avail- 
able in hollow handle De Luxe Dinner 
Knives. 


Display specimens and prove the ex- 
tent of the demand. The prediction is 
that within two years the call will 
be almost entirely for these improved 
stainless knives. 


ei 
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Mill Supply Houses Busy in New Kngland— 
Sales in Shelf Hardware Continue to Improve 


(Boston office of HARDWARE AGE) 
{LL supply jobbers, for the first time in many months, 
M. report a greater increase in percentage of orders 
booked than other branches of the hardware busi- 


ness. 


form or another. 


painful operation. 


under the circumstances. 


APPLE PARERS.—With the first kill- 
ing frosts has come a freer movement 
of and demand for apples. Baked ap- 
ples, apple pie and apple “sas” are the 
most popular forms of fruit today. Nat- 
urally the movement of apple parers 
out of retail hands is on the increase, 
and this fact is reflected in the whole- 
sale market, for the average retail firm 
is carrying light stocks. 

quote from Boston jobbers’ 
Angin Parers.— Little Star, $9 per 


doz. net; Rocking table, $12; Goodell 
turntable, No. 98, $12. 


BARROWS.—In wholesale circles it is 
believed new prices on barrows will be 
forthcoming shortly. Contractors’ bar- 
_rows are selling in larger volume than a 


year back. 
We quote from Boston jobbers’ 
stocks: 
Barrows. — Garden No. 4, steel 


wheel, $6 net each; wood wheel, $5.25; 

5 steel wheel, $6.50; wood wheel, 
$6.75. F.o.b. factory, No. 4. steel 
wheel, $5.75: wood wheel, $6; No. 5, 
steel wheel, $6.25; wood wheel, $6. 50. 

CHOPPERS. — Production of mince 

meat is on the increase in this section 

of the country. People are putting up 

a lot of preserves. A larger number of 

choppers naturally are going into pub- 

lic hands. 
We 
stocks: 

Food Chppers.—U niversal line, No. 


No. 


quote from Boston jobbers’ 


$1.25 each net; No. 1, $1.52; No o. 
si. 86; No. 3, $2.3 Russwin line, No. 
$18. 23 = doz. net; No. 2, $22. 


No. 3, $28 
Parts. mf niversal line, body, $1 to 
$2.25 each list; feed screws, 50c. to 


$1.30: cutters, 25c. to 30c. each; 
cranks (complete), 50c. to 60c.; clamp 
screws, 45c.: thumb nuts, 20c.; handle 


screws, 10c. Discount, 25 and 10 per 
cent. 


Meat Choppers.—Universal line, No. 


323, $2 each net; No. 331, $3.38; No. 
333, $3.72; No. 304, $5.91; No. 344, 
$9.45. 


COPPER AND BRASS.—The leading 
maker of copper and brass goods in this 
neck of the woods has again advanced 
prices 4c. a pound on the most im- 
portant items. Jobbers’ prices, how- 
ever, remain as heretofore. 
DYES.—Johnson’s line of wood dyes 
have been advanced slightly. 


Industrial New England is getting on its feet. 
woolen and cotton industries, especially the former, are 
forging ahead. And practically every one of the hundreds 
of woolen goods manufacturers need mill supplies in one 
In the boot and shoe industries, and 
allied concerns, a slow yet steady improvement is noted. 
Machinery and general equipment makers are steadily 
forging ahead. More mill supplies are therefore needed. 
Heavy hardware dealers also are working forward on 
weekly turnover of stock, yet it is a slow and, sometimes, 
Shelf hardware dealers are doing a 
good business, better, perhaps, than might be expected 
Yet there is a lagging notice- 


Its 


rests. 


HOISTS.—Hoists are not active, but 
more so than they have been before in 
some time. 


We quote from 
stocks: 

Hoists.—Yale & Towne line, spur 
geared, 20 and 7% per cent discount; 
screw geared (side wheel type), 30 
and 20 per cent; differential, 60 and 
5 per cent. Chisholm-Moore line, high 
speed, 30 and 20 per cent discount; 
standard screw, 30 and 10 per cent 
discount; trolley, 35 and 10 per cent 
discount; differential, 20 and 10 per 
cent; anti-friction, 35 and 10 per cent; 
trolley, 35 and 10 per cent. 


IRON AND STEEL.—Cold rolled steel 
is 10c. per 100 lb. cheaper, rounds now 
being quoted at $4.05 and other shapes 
at $4.55. Iron and steel prices other- 
wise remain as heretofore. 
ment out of jobbers’ stock is increasing, 
but the average order received is no 
larger. The individual, however, is or- 
dering more frequently. 

Boston jobbers’ 


$3.25% per 


Boston jobbers’ 


quote from 
stocks: 
Steel.—Soft steel bars, 
100-lb. base; flats, $4.15; plain con- 
crete bars, $3.514%2; deformed con- 
crete bars, $3.51%%; tire steel, $4.50 to 
$4.75; open-hearth spring steel, $5 
and $10; crucible spring steel, $12; 
bands, $4.01% to $5; hoops, $5.50 to 
$6; half rounds, $4.90; ovals, $4.90; 
hexagons, $3. 2612; cold rolled steel, 
$4.05 to $4.55; toe calk steel, $6: yok 


turals, angles and beams, $3.36% 
plates, $3.36% to $3. 59. 

iron. — Refined iron a. $3.26; 
best refined, $4.60; Vayne, $5.50; 
Norway iron rounds, Pf, 60; squares 


and flats, $7.10. 

Differentials.—Quality, lots of less 
than 1000 Ib. of a size, 50c. per 100 
lb. extra; lots of 1000 to 1999 Ib., 20c. 
extra. 


MOPS.—The demand for all kinds and 
makes of mops is exceedingly good. The 
majority of retail dealers are buying a 
little more heavily each time than pre- 
viously noted. 


We quote from Boston jobbers’ 
stocks: 

Mops.—O-Cedar line, without han- 
dles, No. 4, $12 per doz. list; No. 10, 
$18; No. 11, $18: dry duster, No. 9, 
$12: handles, $3 per doz. 
Floor, No. 22, $2 each. Hand, No. 
44. $6 per doz. Clothes, No. 51, $4.20 


doz. Discount, 3344 per cent. 
Cotton Mops.— Eureka line, 9-Ib. 

twine, $4 per doz.; 12-lb. twine, 35. a5. 

Yacht mops, 12-oz., $5.75; 1-Ib., 


PRESERVING ACCESSORIES.__New 


Reading matter continued on page 46 


The move-. 


able the past week, possibly due to weather conditions. 
Jobbers’ sales are running slightly behind a year ago. 
Yet there is nothing unsettling in their position. 
great many months the shelf hardware business has been 
good while other lines of business were poor. 

The general New England hardware situation is sound. 
Retail stocks are far from excessive; collections, all things 
considered, are as good if not better than they usually 
are at this time of the year; jobbers’ stocks are not ex- 
cessive; turnover on most hardware lines in 1924 will be 
greater than in 1923 in a retail and wholesale way; New 
England hardware manufacturers are getting busier, but 
it is upon them that the burden of goods distribution 
The manufacturer is carrying a larger percentage 
of burden than any other type of New England concern 
handling merchandise. 


For a 


season prices on rubbers have been 
issued by the leading: manufacturers, 
which show a drop of 5c. per gross. 
The new prices do not apply to prices 
named today by jobbers, who are still 
doing a very good business in all kinds 
of preserving accessories. They do ap- 
ply, however, to 1925. 


We from Boston jobbers’ 
stocks: 

Preserving Accessories. —Rubbers, 
Good Luck and Mason, 7idc. per gross 
in case lots; 70c. per gross with 5 per 
cent discount in ten case lots. 

Kettles. —Aluminum, 4-qt., 95c. each 


quote 


net; 5-qt., $1.01; 6-qt., 1.18: 8-qt., 
$1.35. Cast iron, 4-qt., $1.37; 6-qt., 
$1.50; 8-qt., $1. 87: 12-at., $2.30. No 


covers included. 


PYREX OVEN WARE.—A good steady 
substantial business in Pyrex oven 
ware is reported by jobbers. The aver- 
age retail concern is not only buying 
for immediate but future requirements 
as well. 
We 
stocks 


jobbers’ 


Casseroles.—Round, No. 100, 2%- 
qt.. $1.67 each; No. 101, 2-qt., $1.33: 
INo. 102, 1%- at., a3 No. 103, 1-qt., 
$1; No. 104, Round, shal- 


quote from Boston 


Square, 


Pudding Dishes. —Round, deep, No. 


120, 2%-qt., 93c.; No. 121, 2-qt., 80c.; 

No. 122, 11%- qt., 67c.; No. 123, 1-qt., 

57¢.; No 124, 1-at., 40c Round, shal- 
low, No. 132, 1-qt., 57c.; No. 155, 
1%-qt., 67c.; No. 18B, 1-qt., 57c.; 

No. 184B, 1%-qt., 67c.: No. 185B, 2- 
qt., 80c. Oval, deep, No. 193B, 1-qt 
57c.; No. 197B, 1-qt., 67c Round, 
standard, No. 463, %-qt., 40c.; No. 
464, 1-qt., 57c.; No. 465, 1%-qt., 67c.: 

No. 466, oe a 80c. Square, No. 800 00B. 
1%-at., 

Bread _ rs No. 212, 60c.; 
No. 214, $1. 

Cake Dishes.—Round, shallow, No. 
220, 50c.; No. 221, 50c.; Square, No. 
809, 67c.; No. 810, $1. 

Pie Plates.—No. 202, 50c.; No. 203, 

c.; No. 206, 33c.: No. 207, 40c.: No. 
208, 50c.; No. 209, 60c.; No. 210, '67c.: 
No. 211, 73c. 


Custard Cups.—Round, No. 422, 6- 


oz., 17c.; No. 423, 4-oz., 13c.; French 
pattern, "No. 424, 4-oz., 13c.; "No o. 426, 
6-oz., 17c. 

Ramakins.—Round, No. 432, 3%- 
oz., 10c.: No. 442, 4-oz., 13¢ c. 


ROOFING MATERIAL.—tTarred felt 
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CLINTON 
SCREEN WIRE CLOTH 


GALVEX 


Pure zinc, properly applied, gives the best 
protection to steel wire. When applied 
after weaving it forms a protective coat- 
ing to all the fabric. It interlocks every 
section. Makes the fabric a composite. 
Galvex Screen Wire Cloth with its heavy 
coating of zinc, scientifically applied, will 
long resist the destructive effects of ex- 
posure to weather. 


BRONZE 


The solution of the problem of manufac- 
turing absolutely rustproof and durable 
screen wire cloth has taken the process 
one step further than the production of 
copper cloth and has resulted in bronze. 
Clinton Bronze is made of wire which is 
an alloy of non-corrosive metals of which 
copper represents 90%. It has the tensile 
strength to prevent sagging or bulging. 
In two finishes, Golden and Pompeian 
(antique). 





We also manufacture copper, galvanized 
and painted. 


American Wire Fabrics Corporation 
subsidiary of 
Wickwire Spencer Steel Corporation 
GENERAL OFFICES 
41 East Forty-second Street, New York 


Western Sales Office 
208 South LaSalle Street, Chicago 


Worcester Buffalo Philadelphia Detroit San Francisco 
Los Angeles Seattle 
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paper has been advanced $1.30 a ton to 
$65.80. No other price changes are re- 
ported in roofing material, which con- 
tinues in very good demand. 


We Boston jobbers’ 
stocks: 

Roofing Paper.—Japroid line, slate 
surface, imprinted, $3.50 per _ roll; 
plain standard, $2.30 and $2.55; 
Leader, light (35 Ib.), $1.70; medium 
(45 Ib.), $2.15; heavy (55 Ib.), $2.65; 
-Rockroid, light, $1.05; medium, $1.45; 
heavy, $1.60. 

Shingles.—Japroid line, lock top, $5 
per square; super giant, 12%-in., $9; 
individual, $6.25; super strip, $7; 
strip, 10-in., $6. 

Paper.—Bermico sheathing, $85 a 
ton; Japroid sheathing, $67.50; tarred 
felt, larger rolls, $65.80 a ton; smaller, 
$65.50 a ton. 

Roof Coating. —Stormtight, liquid, 
green and red, 5-gal., $3.40 per gal.; 
l-gal., $3.50; plastic roof cement, 5- 
‘gal., 32c. list; 1-gal., 35c. Discount 
33% per cent. 

Roof Coating. — Liquid, black, in 
drums or barrels, $1 per gal. net; 
in half barrels or drums, $1.07. per 
gal.; in 20-gal. lots, $1.20 per gal.; in 
15-gal. lots, $1.20; in 10-gal. lots, 

$1.20: in 5-gal. lots, $1.27; in 1-gal. 

, $1.34. Other colors cost con- 

siderably more. 

Roof Cement.—Plastic, black, in 50- 
Ib. lots, $12.67 per 100 Ib.; in 25-Ib. 
lots, $12.74; in 10-Ib. lots, $14; in 5- 
lb. lots, - in 1-Ib. lots, $16.67. 
Other colors cost more. 

Primers.—In 1i-gal. lots, $1; in 5- 
gal. lots, 94c. a gal.; in 10-gal. lots, 
84c. a gal. 

Roofing Cement.—In 1-lb. cans, 32 
to the case, 15c. per lb. net; in 3-lb. 
cans, 12 to the case, 13c.; in 5-Ib. 
cans, 12 to the case, 12c. 


ROPE.—Subsequent to the recent ad- 
vance in manila and sisal rope, quota- 
tions on hay rope and lathe yarn have 
been marked up 3c. a pound. Cotton 
rope, on the other hand, is cheaper, due 
to a reduction in the cost of cotton, the 
staple. 
We 
stocks: 
Rope.—Manila, 23c. per Ib., base; 
sisal rope, 18%c.; hay rope, 19c.; cot- 
ton rope, 46c. 
Lathe Yarn.—Sisal, C130, 18c.; D200, 
19c. per Ib. 
Twine.—Hemp, in %-lb. balls, No. 
12, 40c. per Ib.; No. 18, 34c.; No. 24, 


quote from 


quote from Boston jobbers’ 


32c.: No. 36, 31c.; No. 48, 30c. Cotton 
marsac, No. 1, 58c. per Ib. Nashua, 
No. 2, 54c. Jute, 28c. Wool, in full 
bales, lic. 


SASH CORD.—Jobbers heretofore hav- 
ing adjusted their prices on other lines 
of sash cord, have made a slight reduc- 
tion, averaging 3c. a pound, on Samp- 
son cord. 


We 
stocks: 


Sash Cord.—Acme, No. 6, 54c. a Ib.; 
No. 7, 52c.; Nos. 8, 9, 10 and 12, 5lc. 
No. 7, in 1200 ft. coils, 52c. Sampson, 
No. 7, 80¢e.; Nos. 8, 9 and 10, 79c. 
Berkley, No. 7, 40c. 


SAWS AND BUCKS.—AIl makes of 
saws and bucks are selling well in a re- 
tail way. Most of the retail distrib- 
utors have sufficient stock for all imme- 
diate requirements, but some have 
found it necessary to place orders with 


quote from Boston jobbers’ 


jobbers. 

We quote from Boston jobbers’ 
stocks: 

Bucks.—Rigid, $4.50 per doz. net; 
folding, No. 2, $4.80; folding extra 
$6.68. 

Saws.—Disston line, 18-in., $19.70 to 
$22.25 a doz. net; 20-in., $21.25 to 
$30.30; 22-in., $23.45 to $33.05; 24-in., 
$24.70 to $35.90; 26-in., $26.10 to 
$38.45. American Boy hand saw, 
9)-in., $20.70; framed wood, 32-in., 
$13 to $19, 30-in., $10.85. 


HARDWARE AGE * 


SCREENS AND DOORS. — Jobbers 
have not as yet made a change in screen 
and dour prices for next season, but 
they strongly intimate they will before 
long. They further intitnate there may 
be quite a change in the eost to the re- 
tail dealer. 


We quote from Boston jobbers’ 
stocks: 
Screen Cloth.— Black, 12-mesh, 


$2.40 per 100 sq. ft.; 14-mesh, $2.90; 
Opal, 12-mesh, $2.95 per 100 sq. ft.; 
14-mesh, $3.45; 16-mesh, $3.95; all 
from Boston store. Direct mill ship- 
ments, f.o.b. Pittsburgh, black, 12- 
mesh, $2.15; 14-mesh, $2.65. Bronze 
screen cloth, widths 24-in. to 48-in., 
from stock, 7%c. per sq. ft.; factory, 
74c.; 16-mesh, 8c.; 18-mesh, 8%c. 

Screen Doors.—No. 241, 2 x 6, 
$20.80 per doz.; 2 x 8, $21.75; 2 x 
10, $22.80; 3 x 7, $23.80; No. 454, 2 x 
6, $28.40: 2 x 8, $29.60; 2 x 10, $30; 
3 x 7, $32.10; No. 45G, 2 x 6, $24.45; 
2 x 8, $25.75; 2 x 10, $27.20; 3 x 7, 
$38.60. All prices net from store. A 
10 per cent discount is allowed on 
direct factory shipments. 


SHEET LEAD.—A further advance in 
the price of pig lead has somewhat 
stimulated the movement of sheet lead 
out of local jobbers’ stocks. 
SHEETS.—Blue annealed sheets have 
been reduced 25c. per 100 lb. base. Gal- 
vanized and black sheet prices remain 
as heretofore. 
We quote from Boston jobbers’ 


stocks: 
Sheets.—No. 10 blue = annealed, 
$3.91%; No. 28 black, $5; No. 28 


galvanized, $6 per 100 Ib. | 
SHOVELS AND SCOOPS.—A leading 
manufacturer’s viewpoint on business 
outlook is always interesting, inasmuch 
as he usually is closer to the pulse of 
things than the retail and the whole- 
sale dealer. Following is what one of 
the largest manufacturers of shovels 
and scoops in New England says on 
conditions: 

“We believe the prospects in our line 
are much brighter for the next six 
months than were our results for the 
past six months, because stocks gen- 
erally were heavy last fall and there 
has been very little buying this year. 
Consumption has absorbed the exces- 
sive stocks and any demand from now 
on will call for production. 

“As to price tendency—in our trade 
we have three major factors. In im- 
portance, first, handles. Good timber 
is getting scarce and increasing in 
price and this tendency will be up. 
Second, steel. This is not so impor- 
tant as the timber item, and the values 
are down about 10 per cent, which 
means very little difference in the cost 
of the finished product. Third, labor. 
The tendency in labor is difficult to 
prognosticate on account of immigra- 
tion. It is very difficult for us to get 
men to work at a wage which we can 
afford to pay based on our selling price 
of finished goods. 

“The stock of finished goods in our 
line is generally very small, and there 
is an increasing tendency on the part 
of the trade to buy sparingly and only 
fill in. This hand to mouth policy is 
not only costly, but unsatisfactory, but 
the dealer is pursuing it and it places 
an additional burden on the manufac- 
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turer. He is obliged to make satisfac- 
tory deliveries on miscellaneous small 
quantities of various types and it is 
impossible to get manufacturing costs 
down based on such operations. Any 
increase m recent business has prin- 
cipally been in the East, which pre- 
sumably imdicates an improvement in 
industrial eonditions.” 


We quote from Boston jobbers’ 
stocks: 

Snow Shovels.—Wooden, Boys’, 
without tip, No. 66, a doz. net; 
with tip, No. 67, $4; with tip, No. 
6742, $4.80; with single steel tip, No. 
53, $7.60; double tip, No. 69, $8:60; 
matleable tip, No. 68, $9.70; Crescent, 


No. 48, $20.20; Path Finder, No. 98, 
$10.20. 
Steel Smew Shoveis. — Hubbard, 


long handle, $5 a doz., with steel D 
handie, $6, with split wood D handle, 


$6. Massachusetts, long handle, 
$8.75, with malleable D handle, $9; 
new KEclipse, galvanized, $12.80; 


Menzie spring steel, $12. 

Scoops.—Bay State, long handle, 
furnace, No. 4, $13.75 a doz. net; 
Hubbard, Boss Brand, long handle, 
No. 1500, $6, with D handle, No. 1600; 
$7.25. Massachusetts furnace, both 
long and D handle, $12.50. 

SLEDS.—Sleds continue to move out of 
jobbers’ stocks in normal quantities, 
largely on orders placed some time ago. 

We quote from Boston jobbers’ 
stocks: 

Sieds.—Flexible Fliers, No. 1, 
each list; No. 2,. $; No. 3, $6.25: 
’ ; No. 5,. -49, Racer, 
Racer, Jr., $5.50: Discount on store 
npn eccagge SA 33%, . cent; on oreee 

oO shipments, er cent f.o.b& 
Philadelphia. 4 . 
. tg . 0 3 ee - she NO We 
ist; No. 10, $3); No. » 9o./9; No. 1 
$4.25. Discount, 40 and . 

Paris Line.—Speedway, No. 99, $22 
per doz., list; No 100, $24: No.’ 150, 
$30; No. 200, $38; No. 250, $42; Noa 
300, $50. Discount 40 per cent. 

SPRAYERS.—Prices for next season 
are out on sprayers, which in some in- 
stances are higher and in others lower. 
The changes in either direction are 
slight. : 

We quote from Boston jobbers’ 
stocks: 


Sprayers.—Pints, $3 a dozen net; 


quarts, $4.20 to $6.80; compression, 
ap pump, $3.50. Knapsacks, $33 
a doz. 


STOVES.—Air tight stoves are moving 
very well, four or five days of snappy 
weather having put considerable punmeh 
into business. 


= quote from Boston jobbers’ 


stocks: 

Cook Stoves.—Oil, 1-burner, $9.50 
each list; 2-burners, $17.35; 3-burn- 
ers, $22; 4-burners, $28. Discounts, 


30 per cent; in lots of ten, 30 and 5 
per cent. Detroit Jewel line, 2-burn- 
ers, without high shelves, $12.50 and 
$13.50 each net; 3-burners, $15.50 and 
$16.50; 4-burners, $19.50 and $20.50. 
Shelves for 3-burners, $4 and $4.50; 
for 4-burners, $4.75. 


Water Heaters.—$45 each list. Dis- 


counts, 30 per cent; in lots of ten, 30 
and 5 per cent. 


Air Tight Stoves.—Conco line, No. 


418, $3.15 each net; No. 421, $3.65; 
No. 424, $4.40; No. 427, $5. 


STOVE BOARDS.—Along with the im- 
proved demand for air tight stoves 
comes a better sale of stove boards. 


We quote from Boston jobbers’ 
stocks: 


Stove Boards.—Paper line, crystal- 
ized, 28 x 28 in., $9.75 per doz. net; 
30 x 30 in., $11.50; 32 x 32 in., $13.50. 
Oblong, 30 x 42 in., $19.25. Wood 
lined, 28 x 28 in., $18.50; 30 x 30 in., 
$21.50; 33 x 33 in., $25.25. 
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Radiola 





REG. U.S. PAT. OFF. 





This symbol of 
quality is your 
protection 








With compartments to hold the bat- 
teries; with 4 Radiotrons WD-11 and 
Radiola 


except batteries and antenna, $191 


Loudspeaker. Complete 








XS 


Regenoflex 





Ly s \ * 
Radiola Regenoflex 













From Now to Christmas 


Push the Regenoflex 


It always pays to put your best 
efforts behind the goods that 
meet the readiest market—and 
have the greatest sales support. 
The Regenoflex is the big fall 
and Christmas set because its 
performance meets the season's 
demands—and because every 





Radiola 


month right through to Christ- 
mas it is supported by big adver- 
tising in the farm papers and the 
important national magazines— 
the Saturday Evening Post in the 
lead. Get behind the Regenoflex 


now! 





REG. U.S. PAT. OFF. 


* There's a Radiola . for every purse” 


Radio Corporation of America 


Sales Offices: Suite No. 6210 


233 Broadway, New York City 


10 So. La Salle St., Chicago, Ill. 


433 California Street, San Francisco, Cal. 





This symbol 
of quality is 
your protection 








48 HARDWARE AGE October 30, 1924 


“Thanksgiving,” says Mr. 
Cassin, “is one of the OCCA- 
SIONS when many a housewife 
would welcome an extra half 
dozen stainless steel knives and 
forks or extra pieces of silver- 
ware.” 


UML Le PP Ee SEPT tL 





Osewations of a Cilley Juleomim 


Getting Your Share of Thanksgiving Cutlery Business 


By JOHN CASSIN— A Man Who Knows 


HILE the approach of 
Thanksgiving Day with the 
thought of turkey, and the 
good trimmings that go with it may 
serve aS a reminder to purchase a 


new carving set; for some time it 
has seemed to me that many of us 
of the hardware business have not 
attached enough importance to 
Thanksgiving sales. 


Thanksgiving Day is our great 
home national holiday—in addition 
to the services that men and women 
of all creeds who enjoy the freedom 
of this great United States can 








One of Banister & Pollard Co.’s Thanksgiving Windows 
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justly observe on that day, Thanks- 
giving is a day of feast and bounty. 
The tables of families in all walks 
of life are laden with the best they 
can afford. It is one of the days 
when the mother of the home does 
her utmost to make everything about 
the Thanksgiving corner attractive, 
as well as plentiful; it is one of the 
OCCASIONS when many a house- 
keeper would welcome that extra 
half dozen stainless steel knives and 
forks or the extra pieces of silver- 
ware to make up the desirable 
number. 

As for Dad—he surely would like 
to try a new carver on that wonder- 
ful bird, especially if there is with 
it a real steel, the kind that the 
knife seems to caress the steel and 
leaves it with a fine edge. 

I wonder if the sons and daugh- 
ters, and even the aunts, uncles and 
other near relatives wouldn’t feel 
like responding to the suggestion to 
add to the cheer and attractiveness 
of the Thanksgiving dinner table 
and give mother the additional pleas- 
ure she will enjoy when she receives 
the attractive new table ware that 
the near and intimate members of 
every family know she wants? 

These things are always missed 
Thanksgiving Day, and usually for- 
gotten Christmas. I wonder if the 
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sale of this kind 
of merchandise 
should not be 
started a week or 
so before Thanks- 
giving? There 
are enough help- 
ful appropriate 
cutlery items and 
items kindred to 
cutlery to permit 
almost every re- 


tail hardware your cutlery! 
merchant making ACE HARDWARE 
an impressive MFG. CORP. 


window display— Philadelphia 


carvers, stainless 





Every customer for a knife is a cus- 
tomer for the 






Display them with 


Chicago San Francisco 








knives and forks, 
silver - plated 
ware, salt and pepper shakers, nut 
picks and crackers, and on through 
the cooks’ forks, basting spoons, 
kitchen carvers, shears and knives. 
With the picture of a mammoth 
turkey, and the words Thanksgiving 
cheer for a background, this as- 
sortment of merchandise _ supple- 
mented with neat cards (preferably 
black with white letters) bearing 
gift suggestions, will make a favor- 
able impression—and probably cre- 
ate Some sales. 

A display of this type will stimu- 
late interest and create sales. 








The way to obtain the best re- 
sults in selling pocket cutlery is 
first to construct an assortment 
suitable to your location and op- 
portunity. This assortment 
should’ include patterns of a 
proper price range so selected as 
to fit the requirements of each 
kind of customer in your com- 
munity. Knives bought in a hap- 
hazard way usually bring only 
infrequent and hap-hazard sales. 














“HAMMER 








Product. 


ing unhurried] 
ioned plan o 


WORKMANSHIP. 


_ Helps we supply. 
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BRAND” *\@ 
POCKET KNIVES 


Our best Advertisement 


“Hammer Brand” Pocket Knives 
are made of the best materials ob- 
tainable, by skilled Artisans work- 
under the old-fash- 
Quality first. In 
“Hammer Brand” Knives you get 
the essential that makes ¥ 
knives possible—S KILLED 


Our best method of Advertising is 
assisting our Distributors to ac- 
quaint their customers with the 
worth of “Hammer Brand” Knives 
and how to effectively use the Sales 


NEW YORK 
KNIFE CO. 





is our 


Walden, 
New York 
U.S. A. 


a 


CHRADE SAFETY 
Push Button Knife 


“@, No Breakingof 
Qiger nails 


Sure to seli on sight. 

Absolutely safe in pocket and in use. 
or convenience you can’t beat it 

Easily operated with one hand. 

The safety slide locks the button. 

You can't afford to be without it. 


raaoe FVERLASTINGLY SHARP nara 
Schrade Cutlery Co, 


Manufacturers of Superior Pocket Knives 
Factories: Walden, N. Y., Middletown, N. Y. 
Main Office: “Walden, N. Y. 

ORDER THROUGH YOUR JOBBER OR DIRECT 





» — Safet 
Lock 
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The increase in two years therefore 
amounted to the handsome figure of 
46.9 per cent. 

In addition, cutlery and edge tools 
are manufactured to some extent as 
secondary products by establishments 
engaged primarily in other industries. 
The value of these commodities thus 
made outside the industry proper in 
1921 was $1,569,032, an amount equal 
to 3.2 per cent of the total value of 
products reported for the industry as 
classified. The corresponding value 
for 1923 has not yet been ascertained 
but will be shown in the final report 
of the present census. 

Of the 211 establishments reporting 
for 1923, 42 were located in Massa- 
chusetts, 36 in New York, 25 in Con- 
necticut, 24 in Pennsylvania, 23 in New 
Jersey, 16 in Ohio, 14 in Illinois, and 
the remaining 31 in Arkansas, Cali- 
fornia, Indiana, Iowa, Kentucky, 
Maine, Maryland, Michigan, Minne- 
sota, Missouri, New Hampshire, Rhode 
Island, Texas, Washington, West Vir- 
ginia and Wisconsin. 

The total number of wage earners 
employed by the industry during 1923 
was 16,671 as compared with 14,345 
for 1921. The wages paid in 1923 
aggregated $19,750,833 as compared 
with $14,749,993 in 1921. 

It is interesting to note, therefore, 
that an increase in value of products 
amounting to 46.9 per cent was re- 
corded in 1923 over 1921 while the 
increase in wages was only 33.9 per 
cent. 


Motorists Taxes on Mileage Basis 


Motorists of the country pay in the 
form of gasoline taxes and registration 
fees an average of only a quarter of a 
cent a mile, according to the Bureau of 
Public Roads of the United States 
Department of Agriculture. 

That is what the fees paid in a year 
amount to when divided by 6000, 
which is believed to be the average 
motorist’s annual mileage. The aver- 
age license fee per mile travelled is 
one-fifth of a cent and the gasoline 
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Washington News 


(Continued from page 26) 


taxes paid make up the difference of 
one-twenty-fifth of a cent. 

The motorist or truck operator is 
assured of a good return from the 
taxes he pays since the receipts are 
very largely devoted to road construc- 
tion and maintenance. In 1923, 81 per 
cent of the motor vehicle license re- 
venues and 58 per cent of the gasoline 
taxes were turned over to the State 
highway departments for expenditure 
under their supervision and a consider- 
able portion of the remainder was ex- 
pended by the counties for road pur- 
poses. 


Thirty-five States Tax Gasoline 


Consideration of the gasoline tax 
is of special interest to the motor 
vehicle operator. Thirty-five States 
now have this form of tax, the rates 
ranging from one to three cents with 
the exception of one State which has 
a four cent tax. 

A one cent gasoline tax increases 
the cost of operating the average ve- 
hicle by less than a tenth of a cent per 
mile. On a trip from Washington to 
Philadelphia the tax would amount to 
10 cents. The trip over the Lincoln 
Highway from New York to San Fran- 
cisco would be taxed $2.50. 

It is interesting to compare these 
rates with the toll charges which 
motorists formerly had to pay on toll 
roads. On six different turnpikes in 
Virginia and Maryland tolls amount- 
ing to $5.05 were charged for a total 
of 187 miles which is equivalent to 2.7 
cents a mile. If a State attempted. to 
charge this same rate for the use of 
the public highways by automobiles it 
would have to establish a gasoline tax 
of 36 cents per gallon. 


More Intelligent Retail Trade 
Promotion 


Effort is being put forth today’in the 
field of retail trade promotion and 
development, more intensively and 
more intelligently than ever in the 
history of organized business, accord- 
ing to Roscoe H. Goddard, general sec- 
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retary of the Worcester, Mass., Cham- 
ber of Commerce, before the Tenth 
Annual Meeting of the National As- 
sociation of Commercial Organization 
Secretaries held in Washington during 
the past week. Mr. Goddard adds, 
however, that this effort is being di- 
rected into different channels and is 
taking a new form that is gradually 
but surely replacing the bally-hoo 
circus methods that have held in the 
past. Continuing, he said: 

“Retail trade will continue to be 
developed and promoted but it will be 
done along new and advances lines 
and in the not far distant future our 
merchants, bureaus and associations 
will look back upon Style Shows, 
Suburban Days, Fare Refunds and the 
like with the same amused curiosity 
that we feel for horse cars, kerosene 
lamps, boot-jacks and quill pens. 

“The whole structure of Chamber 
of Commerce work has gone through a 
process of evolution during the past 
ten or a dozen years. Methods and 
practices have changed. One need not 
go back too far to recall the days 
when industrial development and 
promotion consisted of going out and 
stealing industries from a neighboring 
community. 


Old Methods Passing Away 


“For some reason or other, evolution 
in retail trade development and pro- 
motion has been slower in coming, but 
it has come, and the principle of selling 
two forty-eight cent tooth brushes for 
a dollar on Dollar Day and trying to 
make the public think it is a bargain 
by hypnotic publicity is just as truly 
self-deceptive as the factory grabbing 
practices of our fore-fathers. 

“There is the question of whether 
or not a Chamber of Commerce should 
exert itself to attract additional retail 
establishments to its city. In discuss- 
ing this whole subject with a represen- 
tative of one of the nationally known 
statistical bureaus the other day, he 
hit upon this phase of the question and 
was quite emphatic.” 











James Surpless, and E. H. Appleyard, 
Surpless, Dunn € Co. 


At the Atlantic City 


Convention 





George A. Fernley, and T. James 
Fernley, N. H. A. 
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ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, May, 1925. 
L. P. Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 

CALIFORNIA RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION AND Ex- 
HIBITION, Civic Auditorium, San Francisco, 
March 11, 12, 13, 1925. Le Roy Smith, sec- 
retary, 112 Market Street, San Francisco. 

HARDWARE ASSOCIATION OF THE CAROLINAS 
CONVENTION AND EXHIBITION, Spartanburg, 
Ss. C., June 9, 10, 11, 1925. Arthur R. 
Craig, secretary-treasurer, 717-718 Com- 
mercial Bank Building, Charlotte, N. C. 


ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Feb. 17, 18, 19, 1925. Leon 
D. Nish, secretary, Elgin, Ill. 

INDIANA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Cadle Tab- 
ernacle, Indianapolis, Jan. 27, 28, 29, 30, 
1925. G. F. Sheely, secretary, 911-913 
Meyer-Kiser Bank Building, Indianapolis. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 10, 11, 12, 13, 1925. <A. R. Sale, sec- 
retary, Hardware Building, Mason City. 


KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Jefferson County 
Armory, Louisville, Jan. 19, 20, 21, 22, 1925. 
J. M. Stone, secretary-treasurer, 200 Re- 
public Building, Louisville. 


MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Grand Rap- 
ids, Feb. 24, 26, 27, 1925. Karl S. Judson, 
248 Morris Avenue, Grand Rapids, manager 
ot exhibits. <A. J. Scott, secretary, Marine 
City. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. C. H. 
Casey, secretary, Nicollet Avenue and 
Twenty-fourth Street, Minneapolis. 

MISSOURI RETAIL HARDWARB ASSOCIATION 
CONVENTION AND EXHIBITION, Statler Ho- 
tel, St. Louis, Jan. 26, 27, 28, 1925. F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 

MONTANA IMPLEMENT AND HARDWARE 
ASSOCIATION CONVENTION, Helena, Feb. 13, 
14, 1925. A. C. Talmage, secretary-treas- 
urer, Bozeman. 

MoUNTAIN STATES HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Denver, 
Colo., Jan. 27, 28, 29, 1925. W. W. Mc- 
Allister, secretary-treasurer, Boulder, Colo. 

NATIONAL FEDERATION OF IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Audi- 
torium Hotel, Chicago, Ill., Oct. 22, 238, 24, 
1924. H. J. Hodge, secretary, Abilene, Kan. 

NATIONAL RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Philadelphia, Pa., June, 
1925. Herbert P. Sheets, secretary-treas- 
urer, 130 East Washington Street, Indian- 
apolis, Ind. 

NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel; exhibition, City 
Auditorium. George H. Dietz, secretary, 
414-419 Little Building, Lincoln. 


NEW ENGLAND HARDWARE DEALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 23, 
24, 25, 1925. George A. Fiel, secretary, 80 
Federal Street, Boston 9, Mass. 

NEw YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Buffalo, Feb. 10, 11, 12, 138, 1925. Head- 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 


NortH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Grand 
Forks, Feb. 11, 12, 18, 1925. C. N. Barnes, 
secretary, Grand Forks. Mr. Barnes may 
also be addressed for information in con- 
nection with the exhibit. 

OHIO HARDWARB ASSOCIATION CONVEN- 
TION AND EXHIBITION, Columbus, Feb. 10, 
11, 12, 13, 1925. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton, 

OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Masonic Temple, 
Oklahoma City, Feb. 3, 4, 5, 1925. Charles 
L. Unger, secretary-treasurer, Oklahoma 
City. 

PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 1925. Sharon 
F. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 

SouTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Sioux Falls, Feb. 24, 
25, 26, 27, 1925. Charles H. Casey, man- 
ager, Nicollet Avenue at Twenty-fourth 
Street, Minneapolis, Minn. 

SOUTHEASTERN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Bir- 
mingham, Ala., May 12, 13, 14, 1925. Wal- 
ter Harlan, secretary-treasurer, 701 Grand 
‘Theater Building, Atlanta, Ga. 


SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Los Angeles, March 18, 19, 20, 1925. H. L. 
Boyd, secretary-treasurer, 435 San Fer- 
nando Building, Los Angeles. 

TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 20, 21, 
22, 1925. Dan Scoates, secretary-treas- 
urer, College Station. 


VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Jefferson 
Hotel, Richmond, Feb. 10, 11, 12, 1925. 
Thos. B. Howell, secretary-treasurer, Rich- 
mond. 

WESTERN RETAIL IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, Kk.ansas 
City, Mo., Jan. 13, 14, 15, 1925. H. J. 
Hodge, secretary, Abilene, Kan. 

WEST VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Clarksburg, 
Jan. 20, 21, 22, 23, 1925. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 

WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Feb. 4, 5, 6, 1925 
George W. Kornely, exhibit manager, 1476 
Green Bay Avenue, Milwaukee. Pr. d. 
Jacobs, secretary-treasurer, Stevens Point. 








Next Week! 


Mr. Frank Mappes will have another installment of 
his series of articles on merchandising, store arrange- 


ment, display, etc. 
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WE TAKE THE tebe 


— equipment will pay 
for itself in a Class A* hard- 
ware store in a very short time— 
you do not need to put up the 
money, but can take it out of 
your increased sales and profits. 
What you need for your store 
will be fully paid for in this way. 
All we ask you to do is to make 
a small initial payment and then 
turn over to us, each month, the 
extra profits that Duluth equip- 
ment brings in. 





All you have to do, therefore, is 
to install the proper Duluth 
equipment (our store engineers 
will tell you exactly what you 
need, furnish blue prints and 
floor plans, and show you how to 
sample your display panels cor- 
rectly, etc.)—after that you pay 
for your installation with your 
extra profits. 


Then, afterward, you keep all 
that increased earning for your- 
self. Others have had from 18% 
to 41% better profits, so should 
you: 


The coupon at the bottom is for your 
convenience — you'll say afterward 
that sending it to us was one of the 
vest things you ever did. 





*A Class A store is one that 
has a turnover of at least 
2% times a year, is pushing 
for business, does good local 
advertising, changes its win- 
dow displays frequently, and 
goes after business. 








DULUTH SHOW CASE CoO. 
DULUTH. MINN 


This Coupon Will Bring the Details 
Sea eQeQ2e eee aaa ee a aS a aS aaa eS eee eee 


DULUTH SHOW CASE CoO. 
Duluth, Minnesota 


Please send me the details about your statement ‘‘Duluth 
Equipment pays for itself’’—alse enclose your book 
‘Showing Is Selling.”” Of course, there is to be no 


obligation on my part. 


Sn 5 8 EN ie 6s wd Cie bthees4cewwerd bec wene 
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ANKS that know the hardware business from a 
hardware man’s point of view are not many in the 
United States. 


The Mechanics & Metals National Bank of the City of 
New York is particularly fortunate in that its official 
staff numbers those who have had actual experience in 
the hardware business. 


This experience is at your service. Write us about 
your banking problems; call on us when in New York 
and permit us to show you what a combinatien of know- 
how and ample resources can accomplish. 


THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 


Capital, Surplus and Profits, $26,500,000 




















hylaisde 
“BUILDERS” 


Building activity means an 
added demand. Better brace up 
your stock of carpenters’ pencils, 


No. 660 illustrated is flat, octa- 
gon shape, MEDIUM lead, red 
polish with black edges, stamped 
in silver, 7 inches long. Its bright 
red polish makes it easily dis- 
cernible in carpenter work, 
This pencil can also be had in 
HARD lead under our trade 


number 659. 
Send for samples and prices. 


SV aisde] vrivsseverin Usa. 





How the “Own Your Home” Idea 
Sold Builder’s Hardware 


(Continued from page 16) 
and the drawers are used for other items which 
cannot be mounted on display boards. 

The picture of the sheet metal shop is also of 
interest. This is a part of the State Street store, also. 
The firm ranks as high in sheet metal business as it 
does in builders’ hardware. Mr. Kubly has this 
under his direct supervision. The illustration shows 
him in the shop, where he spends a good deal of 
his time when not out on the job. 

There are two stores in Madison belonging to this 
concern. One faces the State Capitol building in the 
busy center of town, the other is located on State 
Street, between the Capitol and the University of 
Wisconsin. It is at the State Street store that most 
of the builders’ hardware and sheet metal work is 
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This house completely furnished will be open for public 
inspection 


Friday, Saturday and 
Sunday 
March 21, 22, 23 


How To Get There 


Take © Wingra Park car to the corner of Regent Stteet’ and 
Vista Road, walk two blocks south to Hollister Avenue. 


handled, because of larger quarters for stocks and 
workrooms. 

Practically every building of consequence in 
Madison, which includes the State and University 
buildings, has hardware, sheet metal work and roofs 
supplied by Wolf, Kubly & Hirsig. 

After the plans have been figured for both hard- 
ware and sheet metal work and the bid submitted, a 
careful copy of both figures and bid is kept for future 
reference. When the bid is awarded this company, 
which it usually is, the cost and materials on each 
job are kept in separate accounts by means of a 
“Jobbing Card.” This is a form to be used in charg- 
ing either material or time to any particular ac- 
count. 

These cards are made out for the preliminary 
material which must be taken care of as soon as the 
bid is placed. In these instances the card becomes 
the authority to order material from the factory or 
acts as an order on the shop to start work. 

These cards are used continually until the job is 
finished, and as they have a record of the time spent 














October 30, 1924 HARDWARE AGE 53. 


by. each artisan or clerk in connection with that par- 
ticular work, they serve at the completion of the job 
as a history of the material supplied and the cost in 
merchandise as well.as labor. By this method the 
firm can always keep a very definite check upon the 
expenses of doing certain kinds of work. 

When the job has been completed in its entirety 
and turned over to the purchaser, the cards are all 
filed together after they have been totaled and the 
amount of total cost entered against the amount bid. 

This one little card, outside of the private entries 
of the amounts bid and the actual cost totals when 
the job is completed, is the only working form used 
by this concern. It certainly is efficient if it enables 
them to do 90 per cent of the builders’ hardware, 
sheet metal and roofing business of the town. Above 
all, the chief distinction of the card shows the mer- 
chant at all times just what he is spending in com- 
pleting any given job and enables him to keep a very 
accurate check on his work. After all, the control 
of expenses, labor and materials is what makes 
money for any man, be he merchant. marufacturer 
or farmer. When any job is definitely controlled it 


is not likely that the same mistake can happen twice. | 


There is no guesswork with Wolff, Kubly & Hirsig 
on what their builders’ hardware and sheet metal 
work costs. They know just how far they can go 
and they can figure their profit in an instant for 
many years back on any job they have done, large 
or small. 

The firm of Wolff, Kubly & Hirsig is conducted by 
the founders, who are just in the prime of their 
lives. However, when they opened up in Madison 
they had strong competition, and it was only through 
dint of hard work and the absolute control of 
their business costs and expenditures that their suc- 
cess was founded. It is not out of place to state 
again that it takes brains and work to build up and 
hold 90 per cent of the builders’ hardware and sheet 
metal business of the city. 

Spring time is the right time to go after these 
building contracts. The hardware dealers who are 
running sheet metal shops are enthusiastic about 
them and since the building boom has been on they 
have been justly right in being proud of them. 

However, builders’ hardware departments or sheet 
metal shops do not grow by themselves. “As the 
twig is inclined, so bends the tree,” goes the old 
saying. This is true of these two departments in the 
hardware store. They rightfully belong in the hard- 
ware field, but if a merchant has no natural aptitude 
toward either line he is rarely successful, because 
he does not take the time to build up or control the 
workings. The hardware store is the only logical 
setting for these two departments, and where they 
are properly handled they are great money makers. 
The man who could tell Wolff, Kubly & Hirsig that 
their builders’ hardware and sheet metal depart- 
ments were not making them money would not be 
long in asking their pardon after he looked over 
some of the “Jobbing Cards” used on jobs during 
the past few years. It pays Wolff, Kubly & Hirsig 
and it would pay any other hardware dealer if—he 
made up his mind he was going to make it pay. 








Don’t Forget 


The National Radio Exposition to be held at the 
Grand Central Palace, New York City, Nov. 3-9. 











Our standing in the 
trade over all these 
years Is a priceless 
asset and is its own 
best evidence of the 
services we have 


rendered. 
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of the Clemson Star 
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CLEMSON STEEL 


Special Tungsten Steel made to 
exact specification and correct 
manufacturing processes is the 


basis of STAR efficiency. 





Makers Since 1883 
CLEMSON BROS., INC. 
Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU ABOUT 
HACK SAWS. WRITE FOR BOOKLET. 


AAENSTAR 


HACK SAW 

















SWEDISH TOOLS 


Are Noted for Their Durability 


Made from Swedish tool steel—the very best 
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SWEDISH PANSAR FILES 


Circular Cut—Flexible-Tanged 
Half-Round—Bastard—Smooth 


—— ee 
ESKILSTUNA CHISELS 


Made in the following styles: Butt Beveled Edge, 
Regular Beveled Edge, Socket Chisels. Also Pliers, 
all styles, Cutlery, Razors, Bow Frames, Saws, “Banco” 
Scythes, Plane Irons, Axes, Hoes, Shoemaker’s Tools, 
Sievert Blow Torches, Barking Spuds, Anvils, Cabinet 
Scrapers. 


Order from your jobber to-day, or write. 


WESTERN IMPORTING COMPANY 


116 Broad St., N. Y. 
509 E. Hennepin Ave. 
Minneapolis, Minn. 





Coristine Bldg. 


Montreal, Can. 
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Sells $6,000 in Salt a Year 


T first blush salt may sound like a grocery item, 
A but Jos. Wallace Hardware Co., Stroudsburg, 
Pa., sells $6,000 worth of Liverpool and Turk’s 
Island salt every year. His trade in this product is 
to the farmer, who needs salt all year round for the 
cattle and other stock, needs it when putting up hay 
and must have it in the fall when putting away 
meat, vegetables or grain. 
Wallace has a good farming patronage, maintains 
a regular salt room to the rear of his store, and has 





found this farm necessity a good profitable addition 
to his hardware stock. To reach the salt room the 
farmer must pass through the main sales floor and 
thus sees many other useful farm implements or 
hardware which he may need or want. 

The salt stock is carried in 140-lb. and 56-lb. bags. 
Buying salt regularly from Wallace, the farmer 
begins to talk stock with this hardware merchant, 
tells the dealer of his plans for new buildings (which 
will need hardware) or for equipment which Wallace 
handles or will get pretty quick. 

If you are selling to a farm trade you better look 
well into the possibilities of salt for the farmer’s 
stocks, meats and hay. 








Hiding lights under bushels is still a popular 
pastime. Many a good man has lost his job because 
no one knew what he was doing. If you save the 
firm money by your efforts—let the boss know. 














Mr. Llew S. Soule, Editor, 
HARDWARE AGE, 
New York City. 
Dear Mr. Soule: 


HARDWARE AGE is one of our best assets. 
Would not be without it for several times the 
cost. 
Yours very truly, 
(Signed) J. P. WILSON, 
Wilson Hardware Co., 
Lakeland, Fla. 
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Effective Displays 


HIS is the rear center window of the Stambaugh- 
[thompson Co., Youngstown, Ohio. It serves a 

double useful purpose. Behind the large display 
panels you will find a large open square. S. T. 
Trinkle, display manager, uses this area as a storing 
space for completed window cards, display pedestals, 
wire, tacks, hammers, and the many other incidentals 
of window display equipment. Trinkle finds the large 
window panels a fine way to display complete as- 
sortments in several standard hardware lines. For 
example this method enables him to show a complete 
sample assortment of files, chisels, scissors, spark 
plugs, breast drills, mail boxes, bath fixtures and 
many other standard hardware lines. 

He changes the panel samples every week. The 
panels may be removed or replaced at will. Along 
the base of the panels you find a ledge for stock dis- 
play of small items or for the small merchandise 
boxes as used inside in the small goods section. 

If you have the room a window of this type solves 
a big display problem. It gives a real display oppor- 
tunity to feature staple lines which are often ignored 
by display men. 

Trinkle’s records show good sales reaction from the 
panel and ledge displays. 
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Genuine Armstrong 
Stocks and Dies 


Are always in working order. They rep- 
resent the utmost simplicity and effici- 
ency in operation. 


All genuine Armstrong stocks and dies 
bear this trade-mark: 








Be Sure You Get the Genuine 


The Armstrong Manufacturing Co. 
Bridgeport, Conn. 














Sell Them 
by the Set 











Sets of 9, 11, 17 bits are fur- 
nished In compact cases for 
the convenience of the user. 





It isn’t hard. Every mechanic needs the — - in his work, and it 
resolves itself to a question of selling him once eventeen times. Bring 
out the value of the case, its use in ty. the | bite in order and near at 
hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are -— dependent on a center er 

the outer rim. The enties ae Hg is 


level to guide them. They cut from 
at —# a the time; no jagged ends; qoeey art of the work is smooth and 
polished. They bore their way through hard, knotty, eross grained wood, 


leaving «a anon hole and clean, polished surface. 
Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 


TORRINGTON, CONN., U. S. A. 
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Improving Outlook in Chicago Market— 


Business Active and Prices Firm 


(Chicago office of HARDWARE AGE) 

MARKED improvement in sales is noted, both from 
A a retail and a wholesale standpoint, and the out- 

look for business for the balance of the year ap- 
pears favorable. While buying is still conservative, orders 
are coming in in large numbers but for comparatively 
small quantities with frequent repeat orders, and with 
the unemployment reduced and a slight increase in manu- 
facturing activity, conditions, as a whole, show improve- 
ment, 

A review of the price situation for the week shows 
very few changes, although it cannot be said that the 
market on all lines is firm. It is generally understood 
that manufacturers will make concessions on large orders. 

Builders’ hardware is in good demand, and while manu- 
facturers are not, in all cases, working to capacity, current 





orders are sufficient to maintain a fair rate of production. 
There have been some concessions made in prices. Build- 
ing materials are moving faster than usual at this season 
of the year, and there is a liberal amount of construction 
under way. 

Orders for poultry netting and wire cloth for spring 
delivery are being placed on a satisfactory basis. Lawn 
mower orders for spring have slowed down; this also ap- 
plies to garden hose. 

Holiday goods, such as carvers, cutlery, roasting pans, 
chafing dishes and silverware, are moving out very freely, 
and the volume of sales is expected to reach the 1923 
record. 

Collections show an improvement, compared with those 
of a year ago, and are satisfactory. 


AUTO We «quote from jobbers’ — stocks. FILES.—No change in price. The de- 

Sales are all that could be expected at ggg ocr y 1b.; ones, Ball Deg and mand continues to be good. 

ania egptetctie dhngge count: No. Wt electric welded cow Lob. Chicago: American. files, 60-16 
mm —— joobers § stocks, ties, $2.75. per doz. per a gh Ran ag oy mown Phy 
wie gg nag eels het yo CLIPPERS, HORSE AND SHEEP .— per cent off list: Black Diamond files, 
each: lots of 100, 41c. each; Cham- Present prices are held firm; sales are 49-10-5 per cent off list. 


pion Blue Box line, 58c. each; A. C. good. 


GALVANIZED WARE.—Prices are the 


A.C. Special Fora ag are _ We quote from jobbers’ stocks. same as last reported. Sales are in 
Spot Lights.—Anderson, No. 3280, f.o.b. Chicago: Stewart No. 1 clip- volume. 
$6.50 each; Stewart, $5.67 each. ping machine, $14 list; No. 15 =. We t a 
Horns.—E. A. Electric (Ford), $4 man power shearing machine, $25 S Quoc iro jobbers . ICKS, 
Re: —KH. A. . 9 list: top plates No. 90 and No. 360, f.o.b. Chicago: Competition galvan- 
a —Reliable Jacks. No. 46. $2.50 $1.50 each, list; bottom plates, te $195 peopl owe $2.30 = 13-at. 
Bragg ahh me rey Tae neeeilinw: diene 99 and No. 361, $2 list. IDealers’ 95 doz.: -qt., $2.2 -> 12-qt., 
~ sag ag Figg Be ig ene gare ey discount, 33% per cent. Stewart $2.40 doz.; galvanized wash tubs No. 
No. 21. $1.20 each. neha electric clipping machine, No. 85, 1, $6.35 ae. Joeees 2, woes doz. ; bony 
~ Pumps.—Rose, 1%-in. cylinder, $1.55 pedestal type, $85 list; No. 900, 3, 98.35 dos.; No. 8 ga a woe 
each — ; shearing machine, $90 list, f.o.b. fac- oiler, wood grip pes an ne 
 Chaine.—Non-skid dozen pair lots, tory, Chicago, with 25 per cent dis- at tin Bad nop a Aaggeen 
331i . cent discount: 50 yair lots, eount to dealers. serous ne can, $2.55 > OZ.,; ‘¥ u. Bali- 
og per nt ; I vanized baskets, $6.50 doz.; 1%-bu., 
40_per cent discount.) en COPPER RIVETS AND BURRS. — $8.25 doz.: 5-gal. galvanized oil cans, 


Tires and Tubes.—30 x 3% over- 


galvanized breast, $7.25 doz.; perpen- 


size —. tires, $10.45 each: regular Prices unchanged, but pointing higher. dicular, corrugated light galvanized 


cord, $8 each; gray inner tubes, 30 
x 3%, $1. 20 each; red inner tubes, 


The demand is very good. ash cans, with cover, No. 55, $15 


per doz.: No. 66, $17.50 doz,: No. 77, 


ava Oa coke Giitteo.Conher rivers ani 0, dog: Hieay galvanized arte 
.O.D. og r : ) s *TS < “ > 7 - - 7 Ld 5: 
AXES.— prices are unchanged, and the burrs, 40-10 per cent discount. No Soi eau No. 191, $37.25; 
demand continues good. EAVES TROUGH AND CONDUCTOR GARDEN HOSE AND LAWN 
kh Chicae oy — PIPE.— Sales are very active; no SPRINKLERS.—Dealers are reluctant 
.0O.D. capo: : b . . e ° ° 
mitted unhandled axes. 3 ” oe 314 change in price. about placing orders for future deliv- 
doz. base: double rittec § aoz Ww ™ : oa? ™ . j h d 
; e quote from jobbers’ stocks, ery; prices unchanged. 
base; good —T ——— pitted, $13 f.o.b. Chicago: Single bead lap oe We quote from jobbers’ stocks 
- tag ome Nett itted handled axes . gutter, 5-in., $4.50 per 100 ft.; Cor- f.o.b. Chicago: Garden hose, good 
— S20" mye ~ e Li to ‘ ual- rugated conductor pipe, 3-in., $4.85 quality, molded hose, W%-in., 10%e 
$15 to $22 ber “rk ac ay ing pus per 100 ft.; Plain ridge roll, 1%-in., sar ft., in.. 13¢. ‘per ft.. 3-ply. 
itv and grade of handle. $3.80 per 100 ft.; Corrugated con- good nnllcy ‘wrapped, yin Me 


BOLTS AND NUTS.—Sales are about ductor elbows, 


3-in., $1.36 doz. 


per ft.; %-in., 12c. per ft.; 4-ply, 





. 1 9 
normal and prices are unchanged. ELECTRICAL AND RADIO MER- — 800d duality, wrapped, %-in.,. 12¢. 
We quote from jobbers’ stocks, CHAN DISE.—Radio sales show a great good quality, wrapped, %-tn.. 9c. per 
f.o.b. Chicago: Carriage bolts, cut : . ft.; %-in., lle. per ft. Lawn sprin- 
chrend, 50 per cent discount; small improvement. klers, Rain King, $28 doz.; original 
carriage bolts, rolled thread, 50-10 We quote from jobbers’ stocks, fountain sprinkler, $8 doz.; Rainbow, 
per cent discount; machine bolts, cut f.o.b. sa ; se 38-in. high, $24 doz. 
thread, 50-10 per cent discount; Electrical er No. : . 
email machine bolts, rolled thread, rubber covered wire, $7.25 per 1000 GLASS AND PUTTY. — Prices firm; 
50-10-5 per cent discount; all stove ee mia be “a No oe te sales show an improvement. 
bolts, 75-5 ‘recent discount; lag cord, $14.50 per 10 i. “ae -ft. ‘ ; 
sa 2 A o- cent discount. lots, $13.75: “%-in. brush brass key We quote from jobbers’ stocks, 
sockets, 20c. each; two-way plugs, f.o.b. Chicago: Single strength A, 
BUILDERS’ HARDWARE.—Sales are 60c. each; in lots of 10, 52c. each; 25-in. bracket, 88 per cent discount; 
. : : one-piece attachment plugs,  13c. Single strength A, 34 to 40-in., brack- 
in good volume. Prices are not quite so each: two-piece attachment plugs, et, 56 per cent discount; single 
firm. 12c. ‘each: drv cells, boxes of 50, strength A, all other brackets, 85 
. f ichhers’ stocks 30%c. each; less than case lots, 34c. per cent discount; double strength A, 
‘ w e ee — Bg geod ia each all sizes, 86 ag +3 ee. Putty 
o.D. , "te > = X o7% $ -, =, . id . : : ° 
, 2 —_—* l s. —pure grades, .75 per 100 1lb.; com- 
old copper and dull brass finish, Pee "ss tach, te 767, $2.63 mercial, $3.40 per 100 Ib. 
$2.76 per doz. pair: 4 x 4 steel butts, VO. 100, eacn, sNO. «04, °V6 : : 
old copper and dull brass Sue. $4.20 each, HATCHETS.—No change in price; 
Ole gg gy od Ae per ay Seog FIELD FENCE. — Manufacturers say sales are firm. 
steel bit-keyed front Goer we there will be no further reduction be- We ctuate trom jobbers’ stocks, 
per set: wroug wrass bDit-Keyec f.o.b. Chicago: First quality hatchets, 
front door sets, $3.25 per set, cylin- yond the recent 10 per cent. No. 2 shingling, $11.20 doz.; first qual- 
der front door sets, $7.50 per set. We quote from Pac rat Om apes. ay Saaewes he 2 eee. ga doz. ; 
: f.o.b. Chicago: hart 12% 0 re medium quality atchets, o. 
CHAIN.—Sales are good; no change in 100 rods; 1948-5-14%-$44.08 per 100 shingling, $7.25 doz.; medium quality 
prices rods. hatchets, No. 2 broad, $10.50 doz. 


Reading matter continued on page 58 
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Wide Range of Application 


The Coes Key Model Wrench has a great appe- 
tite for work—its jaw capacity in the 28-inch size 
(the smallest) is from zero to 5% inches. This 
range insures wide application. 

The weight, 16 pounds, and the fact that it is 
made entirely of steel forgings well fits it for the 
heaviest and severest service. 


COES WRENCH COMPANY 


“In Business Since 1841” 


Worcester Mass. 





Replaces Many Open Enders 


[It replaces many open end wrenches and make- 
shift tools and never slips and scores material, or 
damages costly nuts or unions, or other fittings. 

It is free from springs and triggers and tricks 
and is well balanced and carefully made. Sizes: 
28, 36 and 48 in. The 72 in. size is supplied only 
on special order. Your Jobber will supply you. 


Selling Agents 


J. C. McCarty & Co......... 29 Murray Street, New York 
John H. Graham & Co....113 Chambers Street, New York 
Fenwick Freres.......... 8 Rue de Rocroy, Paris, France 








Concentrate! 


Don’t Experiment With 
Prices and Products 


country. 





Also Manufactur- 
ers of Ferry No- 
Soun Shackle 
Bolt Nuts, to 
eliminate shackle 
squeaks and 
rattles. Write us 
for circular and 
full particulars. 


Concentrate on Ferry Process Screws. It guarantees you of a 
satisfactory price and a nationally known product. One that has 
been approved and used by leading engineers throughout the 


Concentration on Ferry Process Screws will build a larger, better 
business for you by repeat orders from satisfied customers. 


Packed in strong boxes for the Hardware Trade. Write us today 
for prices. Immediate delivery. 


“Tf it’s upset—it must be heat-treated.” 


The Ferry Cap & Screw Co., Cleveland, Ohio 








PROCESS SCREWS 
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HANDLED HAMMERS.— Prices re- 
main the same. The demand is good. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-oz. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-oz.. machinist hammers, $7.85 
doz.; medium quality, 16-oz. nail 
hammers, $6 doz. 
HANDLES, TOOL. — Prices are firm 


and unchanged. Sales continue in good 
volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe WHandies.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 


hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HINGES.—A very satisfactory volume 
of business is being done at the new 


prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6-int, $1.60; 8-in., 2-70: 10- in., $4.30 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66; 
6-in., $2.08; 8-in., $3.56; 10-in., $5.10 
per doz. pairs. 


ICE SKATES.—Sales are about normal. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: Key C lamp—Rocker, 
Men’s and Boys’, bright finish, 75c. 
pair; Half Key Clamp—Rocker, 


Women’s and Girls’, bright finish, $1 

pair; Key Clamp—Hockey, Men's and 

Boys’. $1.20 pair; Half Key Clamp— 

Hockey, Girls,’ $1.40 pair. 
LANTERNS.—An improvement is noted 
in sales; prices unchanged. 


We quote from jobbers’ a. 
f.o.b. Chicago: Dietz D-Lite, $13 doz. 
with large fount, $14.25 doz. : Little 
Wizard, $8.50 doz.; Blizzard, $13 doz. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—As the weather gets 
cooler, farmers will butcher, and the 
demand will increase. 


We quote from jobbers’ ~~. 
f.o.b. Chicago: Enterprise No. 
4-qt., $7.28 each; No. 31, 6-qt., $7.85 
each: No. 35, 8-qt., $8.67 each. 


LAWN MOWERS AND GRASS 
CATCHERS—Commitments for spring 
delivery are coming in slowly. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearings, 
5-knife, 1l-in. wheels, $12.35 each; 
4-knife, 10%-in. 


wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in. ball bearing, « knife, 


9-in. wheels, $8.85 each; 16-in. plain 
bearing, 4- knife, 9-in. wheels, $7.35 
each ; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 

Grass Catchers.—Galvanized bot- 
tom, for 14 to 16-in. mowers, full 
packages, $8.80 doz.; galvanized bot- 
tom, for 18 to 21- in. mowers, full 
packages, $9.60 doz.; plain bottom 
canvas, for 18 to 21- in. mowers, $7.60 
doz. - plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 


NAILS.— The demand is steady and 
prices unehanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; cement coated, 
$2.40 per keg base. The extra for 
galvanized nails is now $2.25 for 1-in. 
1 longer; $2.50 for shorter than 
-in. 


OIL STOVES.—Sales show some im- 


provement. 


HARDWARE AGE 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3- burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2- burner, $22 each list; 3-burner, 
$28.50 each list; 4- burner, $35 each 
list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list: 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—The only change 
in price is an advance of 10c. per gal- 
lon on denatured alcohol. The balance 
of the staples remain the same. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, $1.23 
per gal.; 5-barrel lots, $1.13 per gal. 

Linseed Oil.—Boiled, barrel lots, 
$1.25 per gal.; 5-barrel lots, $1.15 per 


gal. 
 iicnsiiasinins lots, $1.02 per 


lots, 


$14.75; 
$3.90; 


gal. 

Denatured Alcohol.—Barrel 
65c. per gal. 

White Lead.—100-lb. kegs, 
50-lb. kegs, $7.65; 25-lb. kegs, 
12%-lb. Kegs, $2.00. 

Dry Paste.—Barrel lots, 6c. per Ib. 

Shellac.—(4-lb. goods), white, $3.50 
per gal.; orange, $3.25 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX WARE. — A very satisfactory 
volume of business is reported, espe- 
cially on the new toy set, “Pyrexette”’ 
No. 002. 


We quote 
f.o.b. Chicago: 

Bread Pans.—No. 
No. 214, $12 doz. 


from jobbers’ stocks, 


212, $7.20 doz.; 


Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.: No. 184, $14 doz 


Casseroles. —Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 
Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 
Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 
Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 
ROASTERS.—Naturally, at this season 
of the year, the demand is good. Job- 
bers report that an assortment of 
twelve aluminum roasters at $15.00 
has been a splendid seller in this mar- 


ket. 

We wyete from jobbers’ stocks, 
f.o.b. Chicago 

No. 75 blued, $10. 75 per doz.; No. 
200, blued, $14.40 per doz.; No. 11, 
blue enameled, $20.75 per doz.; ‘No. 
41, blue enameled, $25.50 per doz. : 
No. 13, magnolia enameled, $28.35 
per doz.; No. 43, magnolia enameled, 
$36.75 per doz. 

Black Beauty roasters and drip 
pans, three-piece, No. 10, $9 per doz.; 
No 20, $11 per doz.; two- piece, No. 
1, $2.57; No. 2, at 7 . $3.98; 
No. 5, $4.63; No. 6, $5.37; $6. 
Drip pans, 33% } Rng cineaiinabemiae 
list. Ekco tin bread and cake pans, 
33% front manufacturer’s list. 


ROOFING AND PAPER.—No change 
in price since last reported; sales are 


active. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.95 per 
square; best grade tale surfaced, 
$2.20 per square; medium talc sur- 
faced, $1.60 per square; light talc 
surfaced, 95c. per square; red rosin 
sheathing, $55 per ton. 


ROPE.—Prices remain very firm after 
the two recent advances. Orders for 
early 1925 shipment are coming in in 
good volume at the new prices. 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila stand- 
ard brands, 21%c. per Ilb.; No. 2 
Manila, 20%%c. per lb.; No. 1 sisal, 
15%c. to 16%c. per lb.; No. 2 sisal, 
,14%c. to 15%c. per Ib. 

SASH CORD—Sales are good. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: 
$10.55 per doz. 
per doz. hanks. 


SASH PULLEYS.—Prices unchanged; 


the demand is fair. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS.—The recent advance of 25 
per cent, made by manufacturers, has 


not affected the sale of screws. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 78-10 per cent new list; 
round head blued, 76-10 per cent list; 
flat head brass, 76-5 per cent new 


No. 7 standard brands, 
hanks; No. 8, $12.10 


list; round head brass, 74-5 per cent 
new i japanned, 72-10 per cent 
new 


SOLDER AND BABBITT METAL.— 
No price changes noted this week; the 


demand is steady. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $34 per 100 af medium, 45-55 

; tinners’, 40-60 
solder, ; high speed 
babbitt metal, $20 per 100 lb.; stand- 
= No. 4 babbitt metal, $12 per 100 


STEEL SHEETS.—A good volume of 
sales is reported. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chienmo: 28-gage galvanized 
sheets, $5.50 per 100 Ib.; 28-gage 


black sheets, $4.50 per 100 ‘lb. 

STOVE PIPE, COAL HODS, ETC.— 

No change in price. Sales are excellent. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: Best full gage pipe, 
30 gage, 13c.; 28 gage, 15c.; 26 gage, 
17c. per joint. Corrugated elbows, 30 
gage, $1.35; 28 gage, $1.50 doz. Gal- 
vanized coal hods, 17-in., $5 doz. 


WIRE GOODS.—Plain and barbed wire 
are moving in better volume. Future 
orders for wire cloth and netting are 


improving daily. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. black —~ 
wire, $3.05 per 100 lb.; No. 9 galvan- 
ized plain wire, $3. 50 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 lb.; 80-rod 
spool galvanized hog wire, $3.34 per 

Polished fence staples, $4 per 
.; 12-mesh black wire, cloth, 
$1.90 per 100 sq. ft.; 12- mesh gal- 
vanized wire cloth, $2.20 per 100 sq. 
ft.; 14-mesh bronze wire cloth, $6 
per 100 sq. ft.; galvanized poultry 
netting, 55-5 per cent discount, gal- 
vanized after poultry netting, 50-5 
per cent discount. 


WRENCHES.—Prices are unchanged, 
and sales continue to be very satisfac- 


tory. 

We quote from jobber’s stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent,discount; Coes’ wrenches, 
40-10 per Sent discount; engineers’ 
wrenches, 25 per cent discount; Still- 
son, 70 per cent discount; Trimo, 


65-10 per cent discount. 
and 


Snap-on Wrenches.—Radio 
electrical set, $4: No. 101 Master 
Service set, $15, 25: No. 202 Heavy 


Duty set, $8. 80; No. 303 Ford Master 
Service set, $14. 85; No. 404, Universal 


Socket set, $7; No. 505-B Screw 
Driver set, 3.40 No. 900 Square 
Socket set, $3.70. All Snap-On 


Wrenches less 40 per cent discount. 








Character and reputation are as different as day and night. 


are; reputation on what people think we are.—Llew S. Soule. 


Character is based upon what we 
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Modern Homes 
Want 
Modern Door Butts 


Owners of modern residences with hand- 
somely finished doors are usually particular 
about the Hardware. 

They want hinges that will add to appear- 
ances—not detract. These people are quick 
to see and appreciate the superior qualities 


of the 


GRIFFIN 


‘*The Door Butt of America’’ 


The pleasing design of these hinges and 
the attractive finish give a touch that adds 
beauty to the home. 


These strong, all-steel hinges also give the 
right kind of “‘service’’ every time the doors 
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The Griffin is made in its entirety in our 
own mills—each butt wrapped in moisture 
proof paper and packed one pair in a box 
with screws to match. 


We want these popular butts which are 
finished in the various Griffin hardware fin- 
ishes to reach you and your customers in 





are opened and closed. good condition. 


Let us send Catalog and quote prices 


GRIFFIN MANUFACTURING CO. 


WAREHOUSE 


45 Warren St.NewYork ERIE,PENNA. 7aw.take$t.Chicago,Iil. 
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Shee The Bashful Customer 


Your store may not be crowded but you will see him 
standing in front of your window. What he wants 
may not be displayed there. He steps up to the door 
and hesitates—right before his eyes is just the thing 
he wants! “Perfect” Hardware Cloth. 


* > 
PF 
<n 3 


No other invitation is necessary. He feels right at 
home—and in he comes, and the sale is made. 


Ask your Jobber to show you samples. 
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LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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Healthy Tone in Northwestern 
Markets—Hardware Sales 
Continue to Improve 


(Minneapolis office of HARDWARE AGE) 

N every line of business in the Northwest, with the 
| eee of perhaps the fuel business and clothing, 

the past few weeks have seen a gradual and steady 
increase in the amount of business being done. An un- 
usually fine stretch of weather has been the lot of this 
part of the country for the past two or three weeks, and 
this has been the governing factor in business. Corn 
which escaped the early frosts has had time to ripen 
into nearly perfection, and there is every promise of a 
good crop in many localities. The full returns from this 
crop extend over considerable space of time, so it is 
difficult to estimate the size of this factor in the markets. 
Sufficient to say, there has been harvested in the North- 
west one of the finest crops that has been its lot in the 
past five or more years, and the results are beginning to 
show in the sales of merchandise. 

And it is not so much the immediate, actual sales that 
give the optimistic tone to the market. It is the future 
delivery sales, for as far ahead as next spring, and the 
general attitude of the buying public—their frame of 


mind on the subject of buying for their immediate needs, 
and their evident plans for further buying later. That is 
the factor in the market that lends optimism to the gen- 
eral conditions. 

It is said that manufacturers and some jobbers are 
somewhat disappointed in the way the Northwest has 
regarded the buying of merchandise. It must be remem- 
bered that this district of the United States has had a 
hard and difficult experience, and it requires some lapse 
of time before that experience and the attendant hard- 
ships are even partly forgotten. Buying will not be in 
full swing until another crop has been harvested, and the 
extent of that buying will not be governed entirely by 
desire—it will be governed by the prices on the mer- 
chandise, and the returns from the next crop. 

There will be buying, increasing to a very healthy ex- 
tent this year. And it will depend more than formerly 
on the merits of the merchandise and the prices at which 
it is offered who will be the fortunate sellers. A hard les- 
son has been learned, in the matter of economy, and it 
will not be soon forgotten. 





ASH SIFTERS.—Demand is only nom- 
inal at the present time, with heavy 
stocks on hand for future business. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood ash 
sifters at $2, round metallic at $3, 
and wood barrel at $6 per doz. 


AXES.—Call is increasing in this line, 
with good stocks to take care of the 
demand. In the country there is still 
the call for axes for cutting fuel, and 
sales have improved to some extent. 
Prices show no change. 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 


base weights, $19. 
BALE TIES. — There is still a very 
good demand for bale ties. Stocks are 
in good condition, and prices show no 
further change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties at 70-5 per cent from lists. 


BATTERIES.— The demand is very 


good for batteries, with prospects of: 


increasing sales as the colder months 
bring more interest in radio. Stocks 
are well filled with this in mind, and 
prices are holding steady as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 6 dry cells, 
case lots at 29 cents each; radio ‘*B’’ 
batteries, unit package quantities, No. 
766, $1.30 each; No. 764, $1.14 each, 
No. 767, $2.44 each; No. 772, $2.44 
each; No. 770, $3.09 each; radio ‘‘C’’ 
batteries, No. 771, 39 cents each, net. 


BOLTS.—There is a fair demand for 
bolts, with stocks in good condition, and 
a change in prices, an advance having 
been made amounting to about ten per 
cent. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
50 per cent, machine bolts at 50-10 


per cent, stove bolts at 75 per cent, 
and lag screws at 60 per cent from 
lists. . 
BRADS.—Sales are nominal, and with- 
out any particular interest. Stocks are 
in good condition, and prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 
BUILDERS’ HARDWARE. — Building 
is going forward at a fair rate for this 
time of the year. There is considerable 
repair work being done, and a fair per- 
centage of new homes of the smaller 
type being built. Large residences, busi- 
ness blocks and income properties are 
going forward much more slowly. 
Builders’ hardware is selling in, pro- 
portion to the amount of building being 
done, which is perhaps not up to gen- 
eral expectations for the fall. The ab- 
sence of any great amount of the larger 
building brings the smaller orders into 
prominence. 


CHURNS.—Demand is holding up fair- 

ly well, and stocks are heavy enough 
to supply it. Prices show no change. 

We quote from 

f.o.b. Twin Cities: 

No. 4, $16.20 per doz.; No. 5, $16.70 

per doz., and No. 6, $17.25 per doz. 


COAL HODS.—Sales are beginning to 
open up for the fall and winter. Stocks 
are in good condition, and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 
coal hods, 17 in., $3.40; 18 in., $3.80; 
japanned funnel, 17 in., $4.30; 18 in., 
$4.70; galvanized open, 17 in., $4.75; 
18 in., $5.25; galvanized funnel, 17 in., 
$5.90; 18 in., $6.35 per doz. net. 


COASTER WAGONS.—Sales are still 
very good in this line, with stocks in 
excellent condition. Prices have not 
changed. 


jobbers’ stocks, 


Reading matter continued on page 62 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coaster 
wagons No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.02 each; No. 63, 


$7.22 each. Overland coaster wagons, 
50 per cent from factory lists; all 
steel coaster wagons, 50 per cent 


from list. 
COPPER RIVETS AND BURRS. — 
There is a very good demand for rivets, 
with sales of brake lining rivets strong. 
Stocks are in good shape, with prices 
steady. 


We quote jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 
burrs, 40-10 per cent from list prices. 


DAMPERS. —Sales are good, with 
stocks in quantity on hand. Prices have 
not changed. 


We quote jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron wood 
handle 6-in. dampers at $1.40 per doz. 


EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—Repair work is still 
taking the greater part of the stock of 
these items, although there is also quite 
a lot of house building in progress. 
Stocks are well filled, with prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5 in., $5 per 100 
t.; 3 in. 28 gage conductor pipe, 
$5.25 per 100 ft.; 3-in. conductor el- 
bows, $1.55 per doz. net. 


FIELD FENCE.—Since the change re- 
ported ‘a week ago, the prices have been 
steady, with a fair demand for this 
product. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. hog fence 
at $40.18 per 100 rods, net. 


FILES.—Demand is good for files both 
in the cities and the rural districts. 
Stocks are well assorted, and prices 
firm. 


We quote from :jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 


from 


from 
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Remind him of last winter now! ; 
The Deming 


“He” is your regular customer. Num- ‘“‘Marvel’”’ System 
bers like him call on you every day. 
These familiar acquaintances can be this 





is built in two 


years buyers of your Deming “Marvel” capacities— 
Water Systems. aera | Figure 2085 No. 
But someone (which is you) must reinind 1A—240 Gal. 


him’ of the advantages of having running o pee 
water in his home as compared with the Figure 2085 No. 
discomforts and annoyances of the old 2—450 Gal. 
way. 

Remind him of last winter now! If he 
doesn’t warm up today, go after him 
again—and again! “Marvel” business is 
right before you. Go after it! 

Fuil particulars gladly furnished on request. 


THE DEMING CO., Salem, Ohio 
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Est. 1880 

DISTRIBUTORS 
BALTIMORE........ Southern Supply Company 
CS S600 6860 << Henion & Hubbell 217-221 N. 


Jefferson St. 
ee Hendrie & Bolthoff Mfg. & Sup. Co. 
DETROIT...........Standart Bros. Hardware Corp. 
KANSAS CITY....... English Tool & Supply Co. 
LOUISVILLE........ Laib Company 
MINNEAPOLIS....... Central Supply Company 
PITTSBURGH....... Harris Pump & Supply Co., 316 

Seeond Ave. 
RICHMOND.........Sydnor Pump & Well Co. 

SAN FRANCISCO..... Crane Company 
Agencies in all principal cities 
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MAND AND POWER PUMPE FOR ALi USES 

















FENCE — GATES 


STYLE “F” FABRIC FOR WOOD POSTS 






ORNAMENTAL WALK GATES 






Sell Cyclone ‘“‘Red Tag’’ Fence Cyclone Fence and Gates are built in 
and Gates — the nationally a variety of heights and handsome 
advertised line. Be sure of designs for any purpose. Write 


Furnished in pleased customers — volume office nearest you, Dept. 29, for 
a gt a sales—steady profits. complete catalog and discounts. 


CYCLONE FENCE COMPANY 


FACTORIES AND OFFICES: 


The Mark Waukegan, Ill., Cleveland, Ohio, Newark, N. J., Fort Worth, Texas, 
of Quality Oakland, Calif. (Standard Fence Co.), Nortland Ore. (Northwest 
Fence & Wire Works) 


PROPERTY PROUTECTION PAYS 


The 
“Red Tag” 
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50 per cent; second grade of 


files, 
60-10 per cent from. standard 


files, 

lists. 
GALVANIZED WARE. — Prices are 
holding firm, as a rule, on all numbers 
of galvanized ware. There seems to 
be no present tendency toward lower 
prices, although there has been a 
change in the basing point of sheets. 
Sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.40; No. 2, $7.15; 
No. 3, $8.40; heavy galvanized tubs, 
No. 1, $12; No. 2, $13.25; No. 3, $14.50; 
standard galvanized pails, 10-qt., 
2.25: 12-qt., $2.40; 14-qt., $2.75; 16- 
qt. stock pails, $4.50, and 18-qt., $5.25 
per doz. 


GLASS AND PUTTY.—Demand is still 
light in this line, due to the exception- 
ally fine weather. Better sales are ex- 
pected later in the fall. Stocks are 
proportionately heavy, and prices are 
steady. ; 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 83 per cent, 
and double strength glass, 85 per cent 
from list. Strictly pure putty 
in 50 lb. drums, $5.05 cwt., and in 20 
lb. drums at $5.30 cwt. 

HAMMERS AND HATCHETS.—Sales 
are fairly good, and stocks are well 
assorted. Prices show no change. 

We quote from _ jobbers’ _ Stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 
$11.40 per doz.; Plumb HFS81, $12; 
Riverside No. 611%, $12; Plumb 
Broad Hatchet No. 2, $17.15; Plumb 
shingling No. 2, $13.15; Plumb claw 
No. 2, $14.40 per doz. 

LANTERNS.—Sales are running at a 
fair rate, with stocks in good condi- 
tion. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.; Embury lanterns No. 210, $7.75 
per doz.: No. 240, $12.75 per doz.; No. 
130, Midget vehicle lanterns, $17 per 
doz. 


MILK CANS.—Sales are still fair, 
with good stocks on hand. Prices are 
unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gal. 
milk cans, $2.55 each; 8 gal., $3.10 
each and 10 gal., $3.25 each, net. 

NAILS.—Sales are still fairly good, 
with stocks in fair condition. Prices 
are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.50 per keg, base, and 
cement coated wire nails at $2.90 
per keg, base. 

OIL HEATERS.—Sales are increasing 
as the prospect of cooler weather ap- 
proaches. Stocks are heavy, and prices 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned polished 
steel, 3-qt., capacity, No. 12, oil heat- 
ers at $2.66, and nickel polished steel, 
4-qt. capacity, No. 016, at $5.32 each. 

PAINTS AND WHITE LEAD.—Sales 
in a jobbing way have tapered off, but 
retail sales are still very good. Prices 
are steady as last quoted. 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints, $2.80 per gal.; second grade 
house paints, $2.10 per gal.; best 
white lead, $13.16 per cwt. 


REGISTERS.—Sales are moving at a 
good rate, with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers 
at 40 per cent from standard lists. 


OVEN GLASSWARE.—Sales are fair- 
ly good, with prices running steady. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: No. 101 casseroles, 
$1.33; No. 197, $1.17; No. 203. pie 
plates, 50c.; No. 210, 67c.; No. 212 
bread pans, 60c.; No. 231 utility pans, 
67c.; No. 12 tea pots, $1.67: No. 24, 
$2, and No. 36, $2.33 each, net. 


ROPE.—Sales are fair, with plenty of 
stock on hand. Prices are slightly 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades 


f 


Manila rope, 23% cents per Ib. base, 
and best grades sisal rope, 1734 cents 
per lb. base. 
SANDPAPER.—Sales are fair, with 
stocks well assorted. Prices are steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1, 
per ream, $5.85; second grade No. 1 
per ream, $5.25; Garnet paper No. 1, 
per ream, $16.50. 


SASH CORD.—Sales are at a nominal 
rate, with prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. 

8, 86c. per lb.; ordinary grades No. 8, 
45c. per Ib. 
SASH WEIGHTS.—Sales are nominal, 
with no change in prices. 

We quote 
f.o.b. Twin 
$2.35 per cwt. 

SKATES.—Roller skates are still sell- 
ing fairly well, with stocks rather 
broken. There is a growing demand 
for ice skates, first stocks having been 
shipped to retail merchants. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 1624, S4c. per 
pair; No. 5624, $1.12 per pair; Nestor 
Johnson, No. 111, $7.50 per pair, and 
No. 222, $8.50 per pair, net. 


SOLDER.—Sales are only fair, with an 
increase in the price. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 35c. per Ib.; strict- 
ly half and half solder at 33 c. per Ib., 
and Dutch Boy solder in 100 lb. lots 
at 35c. per Ib. 


SIDE WALK SCRAPERS. — Retail 
sales have not yet started, and initial 
stocks have been shipped. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Kohler’s sidewalk 
scrapers at $4.75 per doz., net. 


SNOW SHOVELS.—Dealers have their 
first stocks, as a general thing. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Straight handle 
wood snow shovels at $4.85, steel 
blade straight handle at $4.80, and 
galvanized steel blade D handle at 
$11 per doz., net. 


STEEL SHEETS.—Sales are fair, with 
plenty of stocks on hand. Prices are 
steady since the last change down- 
ward. 


stocks, 
weights, 


from jobbers’ 
Cities: Sash 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets 
at $4.75 base (28 gage) and galva- 
nized steel sheets at $5.85 cwt. base. 


STEEL TRAPS.—Sales are still rather 
light, with no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor No. 0 steel 
game traps at $1.10; No. 1, $1.38; No. 
1%, $2.44; No. 2, $3.36; Oneida Jump 
game traps, No. 0, $1.59; No. 1, $1.83; 
No. 1%, $2.81 per doz. net. 

STOVE PIPE AND ELBOWS.—Call is 
still light, but improving. Stocks are 
well filled, and prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform blued 28- 
gage 6-in. stove pipe, knocked down, 
at $15.40 per hundred; common iron 
corrugated 6-in. elbows at $1.35, and 
adjustable charcoal iron 6-in. elbows 
at $2.05 per doz. 


STOVE SHOVELS.—tThere is some 
call, but it is still light. Prices show 
no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned 14%-in. 
stove shovels at 50c.; Jumbo, 21%-in., 
at $1.55, and Jumbo, Jr., 14in., at 
85c. per doz. 

STOVE BOARDS.—Sales are just be- 
ginning for this class of goods. Prices 
are holding steady as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Crystalized stove 


boards, 28 x 28, $16.95, 30 x 30, $19.70 
and 36 x 36, $24,75 per doz. net. 


TIN PLATE.—The market here is 
steady, and sales nominal. 
We quote from jobbers’ stocks, 
f.o.b. Twin ‘Cities: Furnace coke, 
ICL, 20 x 28 tin plate at $14.25 per 


box and IC, 20 x 28, 8 lb. coating roof- 
ing tin at $14.60 per box, net. 


WEATHER STRIP.—Call is increasing, 





with prices steady and stocks well 


filled. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt 
weather strips, %-in., $1.85; %-in., 
$1.85, and l-in., $2.60 per 100 ft. 


WIRE.—Sales are nominal, with fair 
stocks. There have been no price 
changes. 


We quote from jobbers’ 
f.o.b. Twin Cities: “Barbed painted 
hog wire, $3.40 ‘per 80 rod _ spool, 
barbed painted cattle wire $3.20 per 
80 rod spool, barbed galvanized hog 
wire at $3.61 per 80 rod spool, barbed 
galvanized cattle wire at $3.39 per 
80 rod spool; No. 9 plain fence wire 
at $3.50 cwt., and No. 9 galvanized 
fence wire at $3.95 cwt. 


WRENCHES.—The demand is good, 
and prices are steady. 


We quote from jobbers’ 
f.o.b. Twin Cities: 

Agricultural wrenches, 65 per cent; 
Coe’s wrenches, 40-10 per cent; en- 
gineers’ wrenches, 6214 per cent from ° 


stocks 


stocks, 


new lists; knife handle wrenches, 
40-10 per cent; Stillson and Trimo 
wrenches, 60 per cent. Snap-on 


wrenches in sets, Master Service No. 
101, $15.25; No. 202, $8.80; No. 404, 
$8.75; No. 505B, $3.40, less 40 per 


50 radio and electrical set, $4: 
101 Master Service Set, $15,25 
. 202 Heavy Duty Set, $8.80; No. 
303 Ford Master Service Set, $14.85; 
No. 404 Flexible Socket Set, $8.75; 
No. 505B Screwdriver Blades, $3.40; 
No. 900 Set square socket, $3.70, less 
40 per cent. 


cent. 








If your ambition is to stay in business and to succeed in the réle of a merchant, eliminate every 
vestige of guesswork from your system. There isn’t a single thing connected with your buying and 
selling that cannot be put on a fact basis.—Llew S. Soule. 
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The New Grey Goose 





Four models that cover the 
range of every dealer’s trade 


Hail the Grey Goose—a quality 
Alaska freezer enameled a beauti- 
ful grey. Nothing like this has ever 
been made before. The enameled 
exterior keeps cold in and preserves 
wood, thus doubling the Alaska’s 
reputation for long life and for 
being ‘‘Coldest—Quickest.”’ It 
comes in an individual carton 
which insures its getting to dealer 
—and to customer—in perfect 
condition. Send for a _ before- 
Christmas shipment of the beauti- 
ful Grey Goose. Sizes 1, 2, 3, 4, 
6, 8 and 10 quarts. 


Our Regular Alaska, with open 
spoon dasher. Sizes 1 to 20 
quarts. 


The Improved Alaska Cottage 
Special is the finest value in low- 
price freezers on the market. An 
item any department or hardware 
store can make a “special’’ on, 
confident that it will give good 
long wear and enhance its reputa- 
tion for value-giving. Size 2 quart. 


The North Pole is a well-known 
metal freezer, already very popu- 
lar for sturdy wear and good ser- 
vice. Remember the North Pole 
and the Cottage Special at House- 
ware Sales times. Sizes, 1, 2, 3 
and 4 quarts. 


No up-to-date store can get along 
without these profitable and well 
advertised types of Alaska freezers. 
Write us at once for prices and 
discounts. 


THE ALASKA FREEZER CO. 


Winchendon 





Mass. 


ALASKA 


FREEZER: 


\. Ihe New Grey Goose 


A freezer event without a precedent 





Alaska 
Cottage Special 





Alaska 
North Pole 














It’s New 
It’s Successful 


It’s Profitable 


That’s why dealers every- 
where are welcoming the 
tire chain that puts itself 
on. Men or women can put 
both chains on in three 
minutes. Dealers should 
investigate this new tire 
chain before buying. Write 
for particulars and dis- 
counts. 


‘Feast 
tla cual) pR9vUSts So Ree 


Established 1886 


Cleveland, Ohio 





+7 me oT en ee oe 


PATENTED 






The quickest, easiest, 
and cleanest way to 
put on tire chains 
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The ‘‘Why” of a Successful Mill Supply Business 


year after year. Another hard and 
fast rule is never to substitute on 
an order unless the question of sub- 
stitution has been taken up with 
the customer. 

Service is the most difficult of the 
company’s fundamentals, because it 
is the broadest question. First, an 
efficient shipping room force is main- 
tained. In this department goods 


are double checked to avoid mis- 
takes. Much attention is given mail 
orders, which constitute a large per- 
centage of the firm’s business. When 
one stops to consider the firm has 
more than 12,000 active charge ac- 
counts, and averages 500 to 800 
charges per day; that it requires 
four girls to write out the bills each 
day, some conception may be had of 


(Continued from page 19) 


the detail required to give mail 
orders the attention accorded. 

The point is made to answer all 
inquiries for information of any 
kind whatever, even when the man- 
agement feels the possibility of 
profit to be derived from such cour- 
tesy is quite remote. In the long 
run this policy has been profitable 
and assuredly appreciated. Appre- 


ciative people are a big asset to any 
business house although an appre- 
ciative one may not have direct deal- 
ings with it. They are boosters for 
your house. 

Of late there has been an effort 
among similar business houses to 
work out of books the small cus- 
tomer; where it was felt the cost of 
handling accounts did not allow a 


profit. To care for this extra ex- 
pense, some concerns have made it a 
policy to charge an extra 10 per cent 
for merchandise. Chandler & Far- 
quhar Co. is not a believer in such a 
policy, because it has proved to its 
own satisfaction that the small cus- 
tomer in dull periods very often 
proves a good one. 

An ample force of workers is 





maintained in the stock rooms to 
efficiently handle orders received, 
and a force of approximately 
twenty-five clerks is maintained in 
the store proper to facilitate cus- 
tomers securing what is desired in 
the least possible time. These, with 
the outside men and general office 
force, bring the total number on the 
payroll up to 125. 








A Sense of Humor in Business 


A sense of humor is one of the most precious things in the world to the man who possesses it. 
Many a man has been aided over some mighty rough spots by the fact that he was able to see 


the things through clear glasses and not through smoked lenses. 


Incidentally have you ever tried 


to carry on a lengthly conversation with a man who was proud of the fact that he was always 


serious-minded ? 


it was dull, drab and did not sparkle. 


world of fog. 


You will probably remember that conversation only by reason of the fact that 
Let the sun shine into your mind and do not live in a 
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ELF-QILING BULLDOZER 


POWER PUMPS 
r General Service Money makers for 


oy dealers—F rom their ad- 
vent on the market several years ago Myers Self-Oiling Power Pumps have been busi- 
ness buildeis—profit makers for hundreds of dealers who before that time had never sold or installed a power 
pump of any kind but who have since then been just as successful with them as the experienced dealer, the 
seasoned engineer or pump expert who had long specialized on the distribution of power pumps. 
Simplified installation, economy in operation, safety and dependability, in styles and sizes for a wide range of 
pumping duties, haye opened up new fields for power pumps 
business and have given to every dealer who sells 
pumps numerous opportunities for installations 
which were closed to him but a 






























Sectional View 
MYERS SELF-OILING 
BULLDOZER POWER PUMP 


comparatively short time 
ago. Investigate, We 
will be glad to send 

catalog and 
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MYERS 
SELF-OILING 
BULLDOZER 
WORKING HEAD 
for DEEP WELLS 
6-9-12 & 18 STROKE 





































Oiling en- 
closed working Od 
parts, over size nag 
valves, improved method 
of power, application, high 
speed with perfect safety, increased volume, 
twenty-four hour service without care or attention, 


strike a responsive chord that makes the prospective 
purchaser an actual buyer, 


THE FLE,MYERS & BRO.S¢9: 


ne F ASH LAND, OHIO. 

acturers for over Fifty Years of MYERS HONOR-BILT PUMPS for Every Purpose, 

WATER SYSTEMS-HAY and GRAIN UNLOADING TOOLS - BARN,FACTORY and 
GARAGE DOOR HANGERS- STORE LADDERS, Etc. 








































CARY’S Brings Boat Owners 
Universal to Your Store 





A % md 

~ % BoxStrapping We guarantee every can of 

x a Jeffery’s No. 7 Marine Glue to 

a S Made of soft steel through stop all kinds of leaks and make . 

n = which nails can be driven any boat perfectly watertight  |iiy ’*PFERY’S | 

Ys easily. Put up in coils of and leakproof. . = | 

4. 300 feet and packed 20 coils | @- i, 

: in a case. Every coil is Equally adaptable for wood MARINE GLUE 4 
equipped with our patent napne steel—from a canoe to Pe eae 
metal hanger which makes hn “ t. 


it a complete reel. 


CARY’S JEFFERY’S 


Saw Edge Joint Fasteners Waterproof Marine Glue 


Cary’s Continuous Cutting Edge Saw 
Tooth Fasteners are made of the best 
quality Cold Rolled Strip Steel, insuring 
a perfect fastener that will not bend 
while driving. You will not find frac- 
tures between the corrugations. Special 
effort is made to have the corrugations 
uniform so that they have equal draw- 


is a big seller wherever boats are used—lakes or sea- 
shore. 


It is Nationally advertised and our famous slogan, 
“Does your boat leak?” has brought responses from all 
parts of the world. 


We furnish dealers and marine supply stores with 
Booklets bearing their name and address that tell all 





ing. ng oo 
hese fasteners are the only fasteners 
manufactured with a continuous cutting 


edge, the patents, process and machines being owned by ourselves. about this glue and bring boat owners to your store. We 
Made in various widths and corrugations, also in coils wound refer all inquiries to the nearest dealer. Write for 
right and left. discounts. 


CARY MANUFACTURING CO. L. W. FERDINAND & CO. 


Manhattan Bridge Plaza Brooklyn, N. Y. 150 Kneeland St. Boston, Mass. 
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MACHINE 
SCREWS 





Soa 


A 
“ai vee me 


SPECIAL 
RIVETS 


WOOD 
SCREWS 








SPECIAL SCREWS ~~ UPSET WOR 


See 


PyOYDYNY OYA DY Oe Be 











Continent 


MOLAITS 


(Reg. U. 8. Patent Office) 


WOOD SCREW CO. 
New Bedford, Mass. 




















PROTECTION 


That's what customers get with the 
Ilco Dead Bolt Night Latch. One 
turn of the key backwards in this 
latch locks both bolt and inside 
knob. Once locked there is no forc- 
ing back the bolt or opening the 
door without the proper key. Big 
seller for homes and stores. 






We also make over 1,000 styles of 
Key Blanks. Write for Catalog 6 


and Prices. 


GQ INDEPENDENT IOCKCO,D 








Leominster Mass., U.S. A. 
Manefacturers of ag tad Locks, Padlocks, and 
Key Blianks. 














Anchored at four points 


heavy rust-proof joints, ends protected 
by metal tips, rigid when opened full 
length, our Folding Rules will fully 
satisfy your trade. Investment small; 
turnover quick; profit good, 


Have you our Hardware catalog? It’s 
a book of many sales. Write for it today 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously s since Year 1885 


Branches Philadelphia Was 
Chicago New York —— 
New a Pi factory - 
Francisco Chicago, Illinois 














The Standard ‘‘S’’ 
Wrench 





Ba 


This is the Bemis & Call Improved Ad- 
justable S Wrench. Graceful in design, 
an all-around wrench, but especially 
useful in corners and confined places 
where the ordinary wrench is useless. 
Easily adjusted by thumb of hand hold- 
ing it, as nut is of sufficient diameter. 
Carefully hardened and tempered. 

Guaranteed B.& C. Quality sells it. 

Write for prices. 


BEMIS & CALL CO. 
Springfield, Mass., U. S. A. 
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Tips For Hardwood and Marble Floors | 


Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather. The chair is able to move about freely with- 
out noise or scratching the floor. The felt washer acts as a 
cushion. This line is only one of our big sellers. Write for 
catalog. 





t 


Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. iam : 


y 
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Due for a 
Drenching! 


Garden hose will soon be brought 
out of its winter “resting place.” 
Lawn sprinkling time is close at 
hand. Be prepared to take care 
of the demand for better fittings 
—and see to it that Sherman 


SS Wrought Brass Fittings are put A RB Li 
et. rn on the hose you sell. etter ine- 


a for ea oe pod — ae ! 
of heavy wrought brass throughout. A perfect spray Th ? f | F | 
and an insurance against wet feet. The user escapes e roo Ss ree * 
the leaking, drizzling nuisance of a faulty nozzle. 
The Diamond is larger and 


throws more water farther. 
Made in 34” size only. 






The better the QUALITY of the line of 
garden hose specialties you sell, the greater 
will be the QUANTITY you sell—if the 
prices are satisfactory. 


The Sherman Hose Clamps 
set the pace and need no 
introduction. They are rust- 
proof and can be used over 
and over again without wear. 
Clamps are subject to rough 
treatment and Sherman 
clamps are made to stand 
the wear and tear. Only 
wrought brass is used—and 
no other material. Made in 
every size for any kind of 


= Soe’ MARCUS IRON WORKS 


H. B. SHERMAN MFG. CO. PEORIA ILLINOIS 
Battle Creek, Mich. 


We will gladly, send jobbers FREE samples 
of the MARCUS line of garden hose 
specialties—and will let the samples dem- 
onstrate to you that you want the line. 























Sell More 


of the merchandise that is often needed, seldom 
asked for but easily sold when seen on Heller 
Cabinets. 


Let us show you how to increase your sales with- 
out increasing your stock. 


Write for Reference Book No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Factory: Eastern Display Room: 


700 Wabash Ave. 20 Vesey St. 
Montpelier, Ohio New York City 








Heller Shelving in Payne-Cummings Hardware Co., North Adams, Mass. 
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BOX STRAPPING 


ten eolle of 300 
tensile streagth. The ribs allow nails to be driven ob 
iquely, taking up the elack and drawing the etrap tight. 


New York Chicago Be Francisce Los Angeles 






STANLEY 


Ne. 3000 “Twinrold’—Self-Tightening 
feet, is coiled double ané has great 


THE STANLEY WORKS 
New Britain, Conn. 


attle 
Manufacturers of Wrought Hardware 
and Carpenters’ Tools 
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LANDRETH’S 


Garden and Flower Seeds, 
Onion Sets and 
Mixed Lawn Grass 


Now is the time to place your Seed order, if 
you have not done so, for next Winter and Spring 
sowing. If you wish our traveler to call, notify 
use, and, if possible, we will have him do so, or 
eend us a list before buying elsewhere, and we 
will quote you on Garden and Flower Seeds in 
bulk, in Lithograph Cartons of | lb., 4 Ib. and 4 
Ib., and in Flat Packets. 


We will also quote you on Mixed Lawn Grasses 
and Onion Sets. Please give us the opportunity 
of quoting. 


We are the oldest Seed 
House in America, this 
being our 140th year in 
the business. Had we not 
given good goods, satis- 
factory attention to busi- 
ness, apd fair prices, we 
would not have existed so 
long. 


Business Established 1784 


D. Landreth 
Seed Co. 


Bristol, Pa. 





COLONIAL. BOY COPYRIGHTED 


Anchor Brand 
Clothes Wringers 


x 









Best Every 
Wringers One 

Made Warrant- 
Made in dif- ed 
ferent styles There is 


to fit every 
kind of Laun- 
dry tub. 


Wringer. 


All Dealers should have in stock ANCHOR 
BRAND Wringers to fit Round, Wood, or Iron 
Tubs, Square or Stationary Tubs, as well as 
Folding Bench Wringers. 


We solicit your orders, which will be 
shipped promptly 
Lovell Manufacturing Co. 
panne Erie, Pa. 


Largest Manufacturers of Clothes 
Wringers in the World 






































nf [ADDERS 





























MODERNIZE 
STORE METHODS 
To provide adequate storage facilities for 


shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 


' Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and 
‘efficiency One style only~neat of design— 





any height — 





CUSHION TIRE || 





Speed Up the Wheels 
of Industry 


Write to your jobber today for any 
of the merchandise advertised in 
these pages. Don’t wait for the 


jobber’s salesman. You may forget. 





using the cor- 
rect type of 
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Heavy Duty Socket Wrenches 





Offset Type 








. 24° rere, 








Extra strong construction with extra depth sockets— a 
heat treated. THE TACK 


Plain lacquer finish—twenty-six standard sizes. 


Ask for Catalog No. 500. Robertson “Horse Shoe Magnet Hammers” 














Wa LDEN -WORCESTER . high grade line with a good profit to dealers and 
INCORPORATED jobbers. Catalogues and discounts on _ request. 

Silver Medal (Highest Offered) Panama-Pacific Exposition 

WORCESTER, MASS. ARTHUR R. ROBERTSON, 94 Portland St., Boston 










































The _ illustration 
shows an End 


Russell Jennings mag tere 


Auger Bits a 


line. All leading 
Two styles of shanks—three threads for SRM; SeeRe 
boring all woods 


them. 
Patented by Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 


CHESTER, CONN. 


Role 











OUR LARGEST SELLER 


Capacity 1 Qt. Net weight 3%, lbs. 


Every user has had more or less 
trouble with torches. ‘The idea of the 
Detroit torch is to overcome these 
common defects and provide better 
and longer service. 


The Detroit Torch 


is built especially strong and rein- 
forced at points that are usually weak HAVE cold-drawn (Allen rrocess) sockels, guaranteed unbreakable 
in the ordinary torch. Wire handle in practical use. Box Sets and Bag Sets, in the handiest possible 


your} we eo eh top ot cool. combinations for mechanics and car owners. Features and prices 








in new Allen catalogue; send for copy if you sell—or use—wrenches. 
Detroit Torch & Mfg. Co., Detroit, Mich. 
N York Offi 45 W Ss 
Atlanta, Ga.: A.HH. Deveney & Co., 720 Fourth Nat. Bank Bldg. THE ALLEN MFG. CX, Lee POR CONT. 


Cleveland, Ohio: Apple-Fried Sales Co., 10017 St. Clair Ave. 


AE 














Ney No. 85 Reversible Carrier is 
a big seller. It is constructed so 
that all available space can be used 
for the storage of hay and grain. 
As the lifting pulley swings back 
parallel with track, more clear- 
ance space is afforded for the oper- 
ation of the carrier and its fork. 

This carrier has no springs. It 
41 has a patented snap hook and lift- 


American Steel & Wire 


Chicago, New York, Bostes 
ea Pittsburgb 
nver, Dalles 
U. 8. Steel Producte Ce. 
See Franciseo, Los Angeles 
Portiand, Seattl- 






ing pulley. And these cairiers 
are both swivel and reversible. 
THE NEY BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 


Waukegan, Baker Perfect, Ellwood Junior, Lyman 
NAILS, SPIKES, STAPLES, "TACKS, Hot Galwv’d Nails 
ZINC INSULATED FENCES: American, Royal, Anthony, 

National, Ss. 

ARROW T- STEEL POSTS 
CONCRETE REINFORCEMENT 
BALE TIES: Old reliable brands 
RENE SAME SCOOT AIOE LE 5 8 RACER aE 888 TELEPHONE WIRE 

WIRE for every purpose 


Quick Delivery. Write us for selling plans. 


MANUFACTURING CO. 


Established 1879 
CANTON, OHIO 


Minneapolis, Minn. Council Bluffs, Iowa 
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DEALERS WANTED EVERYWHERE J... Fence, Gates 


Lawn Vases 
Settees 

I General Iron 

ut and Wire Work 
ttl CHAIN-LINK 

pans WIRE FENCE 

Ask for Catalog 
























































THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 
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SAMSON|CORDAGE| WORKS 


MANUFACTURERS OF pass’ M SASH CORD, CLOTHES 
BRAIDED CORDAGE ¢ 36597 LINES, SMALL LINES 


one ak pee, FIC swam cana 
















Plain or eam in 


STRATTO z- 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Ete. 
Enameling, both baked and air dried. 


STRATTON MFG. CO., Stratton, Maine 



























BOLT 
CLIPPER 





“VICTOR” 


Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 














Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-BorAx COMPOUND Co. 
Fort Wayne, Ind. 





OAT. MAY 27,1968 











_ Makers of Every 
Kind of Screw, 
Nut and_ Bolt. 
The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 

















| J SPAREGEO 


BRONZE AND COPPER 


FLY SCREEN CLOTH 


Perfectly Woven, Most Durable 
Write for Prices 


Spargo Wire Co., Rome, N. Y. 



















WwéB 
AGRICULTURAL WRENCH 


A good tool at moderate price 
—Literature? 


J. H. WILLIAMS & Co. 
“The Wrench People” 
New York BUFFALO Chicago 








MACHINISTS’ 


The first choice of skilled mechanics for three generations 


TOOLS 


WE PROTECT THE DEALER. 


BROWN & SHARPE a" a 
Providence, R. I., 8. 








(eS 


QUALITY 
UNIFORMITY 





SERVICE 
DISTINCTION 


“The Jools in the Plaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS —- SCREW ORIVERS - GLASS CUTTERS 


~ REQUIRES 


ONLY SAMPLE 


FREE 








The big sales and profit possibilities in handling Caloric Pipeless 
and Monitor Pipe Furnaces—due to the exclusive improvements and 
the new low, price for quality products—are worth investigating. 
Shall we send you literature? 


Dod > nd HW he 


PIPE FURNACES 


The Monitor 


Furnace Co. 


660 Woodrow St. 
Cincinnati, Ohio 











Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 














PRIEST’S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. 00 is a big 
seller for home use. 


American Shearer Mfg.Company 
Nashua, N. H. 





THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant of 
1000 MILITARY RD., BUFFALO, N. Y. 








: OQ. Lindemann & Co. 











Manufacturers of 


BIRD | Seer 
CAGES: whit 


35-37 Wooster Street New York 







<.- 
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_ Osborne High Grade Punches Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
























for every ice handling 
A large stock always on 


The above tools will please your customers as well as our famous Round and Oval Punches. 
tial ESTABLISHED 1826 
quirements. 
Write for complete price list, 
discount sheet, display carda. 
ney gar ge rane co. 


= win ig ié va Ww W | 
boy UPERIO yw : CE T + OW, ul 5 
} q { I CE TOO TOO OOLS 
Hex Mesh ap er tense seem 
on hand | 
POULTRY NETTING 
ee 





9 


ual 


“~ AFE Rasign Bickford is the ORIGINAL 
safety fuse—tested and tried by 
time and experience. 

We manufacture various 


which you should fin 
ALL KINDS 


Seis TTT] 


TOWER MFG. CO. 


MADISON, INDIANA CINCINNATI, OHIO 


and Upholsterers’ and Plumbers’ Tools of superior quality. 
C.S. OSBORNE &.c¢ : C. S. OSBORNE & co., NEWARK, N. J. 
to promptly meet your re 
G. F. Wright Steel & Wire Co. 
WORCESTER, MASS. 





























The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 


BU RNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years, 











Sample free. 
BURNLEY BATTERY & MFG. CO. 


NORTH EAST, PENN. 




















UNIVERSAL €?Piitp Tested and Approvea 


The Hill Champion Clothes Dryer has 





Adjustable. Two sizes will clamp any hose of any been tested and approved by Good House- 

diameter. Made from cold rolled steel out of wire. keeping Institute and Priscilla Proving 

ae Ey Sroinetinnts = P bs. + he 3 *-— K Plant. Advertised nationally. - 

er vers 

Hose Clamps. Trademark on every clamp and car- HILL CLOTHES DRYER Co. 

ton. Get them from your jobber—or write us. 39 CENTRAL ST., Worcester, Mass. 

UNIVERSAL aad be CORP. Distributors Metropolitan District 
Hackensack, N. J. Herman Kornhrens, Inc. 




















111 Murray St., New York City 
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An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages. 

Allow seven words for Keyed Boz Number Address. 


Each 


Bach 
1 inch 
Each 








ortunities 


Set Solid.,. Minimum 50 WOUERs 00600000066 eecesedecrcoceeeuee 
additional word....... oC ccocceceseneosescéoonces 4 

All Capitals, Minimum 50 WEB ce cccdcdocecosoecceeceesoees 4. 

additional word........ 
**Box’’.. 
additional Dnt scenesenee 
4 insertions, 10% off; 8 insertions, 15% 
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Remittance Must Accompany Order 


50% off the above rates for Positions Wanted Advertisements 





Business Opportunities 


Help Wanted 


Positions Wanted 








DESIRE to purchase a well located hardware 
store in New faven or vicinity or any part ol 
Connecticut or out on Long Island. Please state 
how long established, population, rent, cash re- 
quired, reason for sale and competition likely to 
be encountered. All communications confiden- 
tial. Address Box G-325, care of Harpware 
Acre, New York. 





FOR SALE: Hardware stock, ep and 
fixtures. Located in best dairy section of North- 
west Wisconsin. No trades considered. Address 
Box G-331, care of Harpware Ace, New York. 





AND CHINA 


SALE: HARDWARE 
THE OLD. 


FOR 
STOCK INVOICING $100,000.00. 
ES EQUIPPED 


TRAL SOUTH REASON FOR SELL 
ING: SICKNESS. THIS IS A LIVE AND 
THRIVING BUSINESS. A GOLDEN OP.- 


PORTUNITY FOR THE RIGHT PARTY. 
ADDRESS BOX G-349, CARE OF HARD- 
WARE AGE, NEW YORK. 


— 


FOR SALE: General hardware, paints, house- 
furnishings and janitor supplies. Best location 
on North Side, Chicago. Good business and 
long lease. Will sacrifice for quick sale. <Ad- 
dress Box 7073-A, care of Harpware Ace, Otis 
Bidg., Chicago, III. 





INVESTIGATE—Good paying hardware busi- 
ness established over forty years. Owner retir- 
Clean, well kept stock. Located in a very 





ing. 
good og | community. Two story brick 
building to alley. Low overhead. Can_interes* 
anyone looking for a good opening. STAHL & 


BAILEY, La Rue, Ohio. 


HARDWARE STORE FOR SALE~ Sovth- 


east South Dakota; $5,000 new stock. Farming 
and dairy country. Good territory and prosper- 
ous farmers. Good crops this year. less than 


10 per cent credit. Will rent or sell building. 
Best of reasons for selling. Address Box G-351, 
care of Harpware Ace, New York. 


FOR SALE—Hardware stock, building and 
fixtures. Located in Ohio city of 8000, in the 
best agricultural section of that state. Good 
reasons for selling. Write for full description 
and terms. Address Box G-355, care of Harp- 
warE Ace, New York. 


SHELVES FOR SALE—75 ft. Oak Hard- 
ware Shelving with Drawers, 74 ft. Oak Tinware 
Shelving. For particulars address THE CRAN- 
CER HARDWARE CO., Leavenworth, Kan. 








Help Wanted 





WANTED: Builders’ Hardware Man by large 
Texas jobber. Must be capable of listing from 
plans and managing finishing hardware depart- 
ment. State past experience and references in 
reply. Black Hardware Co., Box 697, 
Galveston, Texas. 





STOVE SALESMEN WANTED for 1925. 
Salary and bonus for states of Michigan, Iowa, 
Nebraska, Kansas and Oklahoma by manufac- 
turer of well-known complete stove line. Appli- 
cations desired from retail stove salesmen with 
successful selling record, also road stove sales- 
men with established selling record, who would 
be interested in a more attractive contract. Don’t 
hesitate to write. All replies confidential. Ad- 
dress Box G-341, care of Harpware Ace, New 
York. 





HARDWARE MEN WHO WANT experience 
that fits them to sell or improve their selling 
want Norvell’s ‘‘Forty Years of Hardware.” It 
is crammed with good selling ideas. Ask any 
five hardware men about it and then order your 
copy ($3.00). Harpware Ace, New York. 





WANTED—EXPERIENCED SALESMAN to 
cover our Maryland, Delaware and Virginia terri- 
tory selling the advertised and well known line 
of Star Barn Equipment, including _ stalls, 
starichions, animal pens, water bowls, litter 
carriers, hay tools, door hangers and hardware 
specialties through the retail dealer trade. Also 
our line of Overland wheeled goods to the retail 
trade. Salary and expenses with an opportunity 
to make a bonus. HUNT HELM FERRIS & 
CO., Box 231, Albany, N. Y. 








ENAMELER—Thoroughly experienced, to 
take charge of plant making White Enameled 











Kitchen Utensils. Address Box G-359, care of 
HarpwareE Ace, New York. 
Positions Wanted 
=} 


POSITION WANTED by an _ experienced 
salesman, (age 40 years) with a first class }5) 
wholesale or retail hardware house, inside 
or traveling. My experience covers a 
period of eight years selling stoves and 
house furnishings, also twelve years selling 
crockery and glassware. With present em- 
ployer twelve years. Open for proposition 
November 24. State full particulars. Ad- 
dress, Box G 350, care of Hardware Age, 
New York. 














AMBITIOUS MARRIED MAN, thirty years 
old, qualified to buy and handle plans and speci- 
fications for architects or contractors, desires to 
make a change and connect with a progressive 
house which has a future to offer. For past six 
years has been in charge of Building Hardware 
department and Retail Store for large wholesale 
building material corporation. Fourteen years’ 
experience in handling and marketing glass, 
paints, sash and doors, etc. Best of references 
furnished. Address Box G-340, care of Harp- 
ware AcE, New York. : 





FOURTEEN YEARS’ experience in buying 
and selling departments of large hardware jobber 
in Middle West. Excellent record. and can pro- 
duce results. Address Box 7072-A, care of 
HarpwareE Ace, Otis Bldg., Chicago, III. 





POSITION WANTED as purchasing agent 
or store manager by American man 35 years old. 
Married. Have had 12 years’ experience in gen- 
eral hardware and mill supplies. Excellent refer- 
ences. Connecticut or Massachusetts preferred. 
Services available at once. Address Box G-357, 
care of Harpware Ace, New York. 





Sales Accounts Wanted 





MANUFACTURERS’ REPRESENTATIVE: 
Thoroughly experienced salesman. A-1 linguist 
is going abroad soon. Has room for two or 
three more Hardware and Tool Representations. 
Basis: Commission and small share in traveling 
expenses. Highest of references as to integrity 
ability, experience. Only firms in A-1 class need 
apply. ddress Box G-332, care of Harpware 
Acse, New York. 





RESPONSIBLE, established manufacturer of 
metal housewares desires to represent several 
manufacturers of non-conflicting lines in the rich 
Pittsburgh territory. Interested in enameled 
ware, aluminum ware, wooden ware and lines 
comprising oil cans, coal hods, sprinkling cans, 
etc. Has large modern, fireproof plant for ware- 
housing if necessary. Experienced sales force 
calling on hardware jobbers and department store 
trade. Correspondence invited. Address Box 
(3-358, care of HARDWARE AcE, New York. 





Sales Representatives Wanted 





_HUSTLING SALESMEN wanted to sell on 
liberal commission basis our popular line of 
labor saving Magic Weeder Hoes to hardware 
trade. REICHARD MFG. CO., Bangor, Penna. 





WANT a few good, well established salesmen 
calling regularly on retail hardware trade to sell 
our Carbo agneto Sharpening Stones and 
Grinding Wheels. The line that brings repeat 
orders. Liberal commissions. Some excellent 
territory now open. Goodrich Grinding Wheel 
Co., 1500 W. Madison St., Chicago, IIl. 





WANTED: Experienced salesmen who are 
now selling the hardware and neral_ store 
trade in Eastern Ohio, Eastern Pennsylvania, 
New York, Michigan and Indiana. The line is 
stamped ware made by an old established manu- 
facturer possessing a reputation for making a 
high grade product. The right men can make a 
very profitable contract. Address Box G-313, 
care of Harpware Ace, New York. 





SALESMEN interested in attractive assort- 
ment of dog collars, dog harness, etc., to sell 
direct to retail trade. Recently organized manu- 
facturer of long experience in this line has good 
territory open for the right men. Only hard 
workers and those with representative lines need 
apply, giving all details, territory, etc., in first 
a P. O. Box 1041, Station C, Los Angeles, 











Get The Fighting Spirit 


Your business paper—HARDWARE AGE—brings to 
you each week the latest selling hints. 
that “inspiration” and “determination” are just as 
essential to business success as is ability. Get in 


We realize 


the habit of reading your trade paper carefully 
from cover to cover each week; get the fighting 
spirit it instills and your books will show a better 
balance at the end of the year. 
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is the total number of replies for 1924 which have been received up to the closing date of this 
issue and forwarded through this department to advertisers using Box Numbers. This does not 
include replies that have gone direct to advertisers using their signature. 











Sales Representatives Wanted | Sales Representatives Wanted | Sales Representatives Wanted 


TRAVELING MEN WANTED who can en- SALESMEN tto sell our complete line of WANTED —Salesman with following among 
joy and increase their sales from Saunders Nor- | brooders and poultry supplies on liberal commis- | the jobbers to carry a small side line of high 
vell’s “Forty Years of Hardware.” It is | gion. Also Redbird Speedsters, Scooters and | gtade mechanics’ tools on a commission basis. 








crammed with sales inspiration, background and | Thermic Tugs as side line for Christmas busi- | Territory East of Mississippi. Mention lines 
ideas. $3 .00 a copy. Order your copy now ness. Will send sample Scooter post paid for now carried. Address Box G-356, care of Harp- 
from Harpware Acg, New York. $1.25. Royal Mfg. Co., Toledo, Ohio. warE AcE, New York. 











SIDE LINE FOR SALESMEN—Salesmen to : ' 
sell on commission for a hardware jobber and WE WANT EXPERIENCED salesmen sell- WANTED—Sales representatives now calling 
manufacturers’ representative, hardware, tools | ing hardware, housefurnishing, woodenware, de- | on hardware and department store trade in the 
and specials. We have open the following terri- agen store trade, who can take on as side | East to carry an excellent line of coaster wagons 
tories: State of California, Oregon, New York ne, commission basis, fast selling hardware spe- on a very liberal commission basis. Exclusive 
City and suburbs. Will pay commission on mail cialty that will shortly be nationally advertised. territory granted to those with an established 
orders and orders taken. We have customers in | Choice territory open. Profitable connection for | trade. Write, giving territory now covered and 
all territories. Address Box G-236, care of | right men. Experience in full to Box G-354, | lines handled. Address Box G-352, care of 
Harpware Ace, New York. care of Harpware Ace, New York. HarpDware AcE, New York. 


SIDE LINES FOR SALESMEN 


Many good salesmen are looking for profitable “Side Lines” 
to handle. 


What have you to offer? Give details—insert your ad in the “Classified 
Opportunities Section” of this paper and you'll be reasonably sure to find a 
reliable salesman to represent you. 



































The “TORREY” | | American Can 


CONTAINERS OF TIN PLATE BLACK IRON GALVANIZED | 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. American Can Company 


BALE TIES 


Best Made—Prompt Shipment - 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 























“They Have a 


Bull Dog-Grip” SILVER LAKE 


Manufactured by SASH CORD 


J.. L. THOMPSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 
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U. S. Clothes Pin Co., - eam Vt. 
ft vilig mal NET WEIGHTS FULL LENGTHS R | V EF. T & 
1015 Union Bank Bld, ' Pittsburgh, Pa. Silver Lake Co., Newtonville, Mass — onsen 
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Oil, ee and 
Dairy Gates UMBWAITERS 
Perfection Pattern | Write for our catalog 


— in All Styles 
aaenee” Tae 


Energy Elevator Co. 
211 New St. Philadelphia 





Economy 
Hose Attachments 
For connecting hose to smooth 
faucets. Slips on and off easily. 
Economy Mfg. Co. 
5350 Germantown Ave. 
Philadelphia, Pa. 


JOHN SOMMER’S | | Stone Workin 
PEERLESS FAUCETS CARPENTER’S a 





Mee EE.. 5 om York 





























Made of best, Maple, with Leather —CHALK— Tools and Supplies 


Lining and Best B Trow & Holden Co. 


Beware of Imitations. Genuine are STANDARD CRAYON CO. 
Stamped with Maltese Cross. Barre, Vt. 


} John Sommer Faucet Co., Newark, N. J. Danvers, Mass. 




















Clamp’s Washers 
Stop Leaky Faucets 
Samples FREE 
U. S. WASHER CO. 


Box 398 
Hartford, Conn. 


‘AXES SCYTHES 


and 
Scythes since 1812, Axes since 1800 


RIXFORD MFc. Co. 


East Highgate, Vt. 




















74 


HARDWARE AGE 





October 30, 1924 








INDEX TO ADVERTISERS 


THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 


No allowance will be made for errors or failure to insert. 
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Fowler & Union Horsenail Co. ........... 70 
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How Do YOU 


Answer Questions Like These’ 


Must yeu first ask the customer what size the 
nut or bolt is? 


A quick glance at the “What Car Do You 
Drive” book tells the Snap-On dealer the size. 
Do you pull out a varied assortment of end 
wrenches, socket wrenches and ready-made 
sets and let him take his choice? 
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The Snap-On dealer supplies 
an accurate wrench service 
to all users of socket 
wrenches—and he _ doesn’t 
need a five or six hundred 
dollar stock for it either. He 
can render this exceptional 
service on an investment well 
within two figures. Can you 



























do it with your present 
wrench stock? Write for all 
the facts—then judge the 
Snap-On Sales Plan for your- 


The Snap-On dealer hands out of the Cabinet 
the right wrench the first time—without lost 
motion, trouble or time wasted showing 


wrenches his customer can’t use. That’s the self. 

way you ought to handle your wrench in- 

quiries to make a real profit. Gna ap-on s on 

MOTOR TOOL SPECIALTY CO. 

14 E. Jackson Blvd. Chicago, III. ar hagnaeg- ~~ sagagpern 
Distributing Branches in 18 Principal Jobbing Centers Socket Wrenches 


SNAP-ON WRENCH CO., Manufacturers, Milwaukee 
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Giant Sure to 
Possibilities Captivate 
in Lilliputian the Satisfied 


Merchandise Customer 


Gulliver Goods are Small Wares. 
They are the Lilliputians of the 
Hardware Store. 


Once these small items were scat- 
tered, buried. Now thousands of 
Merchants are speeding up sales— 
increasing profits by grouping these 
small items into Gulliver Goods 
Displays. 


Try a Gulliver Goods Display table 
in your store and watch the results. 
DOMES of SILENCE are one of 
the fastest selling of all Gulliver 
Goods, 


Reg. U. S. Pat. 
Off. No. 995,758 
which will be 


strictly enforced. 
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Display Will Make Your 
Sales Jump 


Big Profits—Rapid Turnover in Small Wares 
Properly Displayed 


A universal need yet only one person out of ten re- 
members that he wants DOMES of SILENCE. The 
other nine will only recall the need when they are 
reminded. 


You can greatly increase sales and profits on Small 
Wares by properly displaying them. 


DOMES of SILENCE 


“Better than Casters” 


is a highly profitable Small Wares item—a fast, steady 
seller—packed in a colorful display cabinet that will 
make a bright eye-catching spot on your counter. 


DOMES of SILENCE are made in six sizes. 

34 in., % in., % in., 34 in., % in. and 1-4 in. 
Two styles of packing. Straight Sizes are packed '4 
gross sets of one size in a Display Box. Assortment 
D-19 (as illustrated) contains one dozen sets each of 
the four fast selling sizes 2 in., 98 in., 34 in., and 7% 
in. sizes (14 gross sets.) 

Tell customers to apply the largest size possible. 


Your nearest jobber keeps a full stock of all sizes for 
immediate delivery. 





DOMES of SILENCE Division 


Henry W. Peabody & Co. 
47 State Street, New York Cary P-1818 








